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Shallcross Not 
Sympathetic With 
West’s Campaign 


Telling Financial and Credit Data in 
Application Blank Not 
Enough 


ARSON WOULD CONTINUE 


North British & Mercantile’s 
Manager Comments on Ad- 
vertising Campaign 


Cecil F. Shallcross, United States man- 
ager of the North British & Mercantile, 
has had some correspondence with E., 
W. West, president of the Glens falls, 
concerning the latter’s advertising cam- 
paign on “Incendiarism.” Mr. Shall- 
cross’ views are given in a recent letter 
which is reproduced below in full. 

Dear Mr. West: Even after the sec- 
ond request for my views regarding 
your “Incendiarism” campaign, I am 
diffident about expressing them because, 
while fully sympathizing with your sin- 
cere desire to minimize the evil, | find 
it impossible to agree with your prem- 
ises and conclusions and with the wisdom 
of advertising them. 

You say, in effect, that $220,000,000— 
the cost to United States policyholders 
of supporting the most sordid, cowardly 
and utterly despicable class of criminals 
known to America (incendiaries) 
could be saved by having everyone de- 
siring insurance sign an application that 
would disclose his character, financial 
condition, previous claims against in- 
surance companies, bankruptcy, court 
record, etc. Now, as a matter of fact, 
every well managed fire insurance office 
obtains thousands upon thousands of 
credit reports from recognized  high- 
class mercantile agencies, which get di- 
rect trom the party investigated in- 
formation disclosing the financial con- 
dition, fire loss record, ete., of persons 
to whom local agents who know most 


of their clients issue insurance on behalf 
ot their companies. 


Losses from Defaulting Debtors 


Men well qualified to speak venture 
the opinion that incendiarism does not 
cause one-quarter of the loss you esti- 
mate; but if it. were responsible for 
even $50,000,000 loss annually any prac- 
tical steps to minimize it should receive 
caretul consideration. However, it is not 
to be overlooked that although mer- 
cantile houses have their credit depart- 
ments and get full credit reports for 
their own use many business failures 
occur—not by any means all honest— 
and for one reason or another persons 
with low business ethics and low credit 
rating are able to secure credit from 
commercial houses even as they get in- 
surance. If failure to require signed 
applications is the cause of $220,000,000 
fire loss a year, or anything like that 

(Continued on page 17) 




















PHOENIX 


Assurance Company, Ltd., 


of London 
100 William Street, New York 


A corporation which has stood the test 
of time! 143 years of successful business 
operation. World-wide interests. Abso- 
lute security. 


Excellent Service and Facilities 


PHOENIX 


Indemnity Company 
75 Maiden Lane, New York 





























A factor 
in your choice of a company 
to represent 


The Insurance Company of North America laid the foundations 
for the American Agency system. It is only natural, therefore, that 
its service policies should offer agents every possible benefit and assist- 
ance. 


‘North America co-operation includes prompt attention to every 
service need, advisory and engineering service on individual risks, and 
extensive national advertising in the interests of the North America 
Agent. 


Insurance Company of North America 
PHILADELPHIA 


and the 
Indemnity Insurance Company of North America 
write practically every form of insurance except life 

















Another Forward Step 


The Salary Savings Plan opens a new and broad field of life insurance 
distribution. This Company has adopted it, and thus maintains its 
front-rank place among the progressive companies whose leadership has 
been gained by vision and initiative. 


This Plan gives life insurance at its best to groups of salaried em- 
ployees and wage-earners in return for monthly premium payments. 


Always room in this organization for men and women who have the 
forward look, and who work with intelligence and industry and in- 
tegrity. Unexcelled service, together with three fine monthly agency 
publications and first-class advertising literature, supply our representa- 
tives with an unsurpassed equipment. 


The Penn Mutual Life Insurance Company 
Philadelphia, Pa. 
Organized 1847 























| Mass. Pension Report 


Upsets Old Ideas 
on State Poor Aid 


Commissions Findings Called Most 
Important Contribution to 
Subject 


RESULTS REVOLUTIONARY 


Rude Awakening From Inaccurate 
Ideas—Important Place of 
Life Insurance 


By Willis H. Hazard, Ph. D., 


Editor of Publications, New England 
Mutual Life 


The Commission on Pensions appoint- 
ed by the Legislature of Massachusetts 
released for publication on Tuesday of 
this week, November 3, the significant 
features of its report. The Legislature 
appropriated $35,000 for the investiga 
tion which it asked this Commission to 
make. 

This fund, ably expended by experts, 
has enabled the Commonwealth of Mass- 
achusetts to secure what is beyond ques 
tion the most thorough study of the 
facts of old-age poverty and dependency 


ever made of the citizens of an Amer 


ican state. The material in the report 
is so exhaustive and so revolutionary 
that it will have tremendous interest for 
all students of the subject. 

It is not my intention to review the 
findings of the Commission here—a 
proper interpretation will require very 
careful consideration. Suffice it to say 
that most of our current ideas on the 
need of state aid in the form of pen- 
sions for those aged 65 or over are 
doomed to a great reconstruction. The 
incidence of complete poverty is found 
to be very much less than we have been 
accustomed to imagine, basing our be- 
liefs on faked figures that have long 
been popular among Life Insurance 
agents, and even to some extent among 
professional sociologists. This rude 
awakening from what are now shown 
to be inaccurate conceptions, is one of 
the most significant results of this rig- 
idly scientific and dependable investiga- 
tion. 

The report reviews the various social 

— 
organizations that are available to the 
public as sources of pensions, including 
Life Insurance—whose value is given a 
perfectly fair presentation 


Distribution of Resources 


In this connection, and ag bringing 
out some features not presented in the 
report, let me call attention to certain 
recent changes in social groupings that 
appear to justify considerable optimism 
in regard to the distribution of economic 
resources in the near future. The most 

(Continued on page 4) 
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dozen leaflets 
snappy and interesting— 
on Burglary Insurance— 


every one a Silent Salesman. 


service cheerfully furnished to Producers in con- 
nection with one of the many lines written by 
the greatest multiple-line insurance organization 


in the world. 


wide-awake insurance man sends out each day a 
certain amount of mail to his clients and pros- 
pective clients—policies, claim checks, 
bills. 


letters, 


leaflet can easily be enclosed— 
it will not increase the postage— 


it will increase the premium income. 
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LIFE 


L, F. BUTLER, PRESIDENT FIRE 
ACCIDENT Hartford, Connecticut WINDSTORM 
LIABILITY, HEALTH, AUTOMOBILE, STEAM BOILER, COMPENSATION, GROUP, BURGLARY, PLATE GLASS, AIRCRAFT, MACHINERY, INLAND MARINE 
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Guardian Raises 
Dividend Scale 


AMOUNTS TO 11 PER CENT 


Company Increases Its Disbursements 
to Policyholders for Seventh 
Consecutive Year 
The Guardian Life for the seventh 
consecutive year announces an increase 
in its scale of dividends. The new scale 
ior 1926, measured by aggregate dividend 
payments, represents an increase of 
nearly 11% over the present 1925 scale. 
Compared with the scale of seven years 
ago (1918, one year prior to the influenza 
epidemic) the 1926 scale shows an in- 
crease averaging 50% over payments 
that would have been made on the basis 
of the 1918 scale. The following table 

gives the comparative figures: 

Ordinary Life 

AGE 25 AGE 35 AGE 45 
1918 1926 1918 1926 1918 1926 
Scale Scale Scale Secale Seale Scale 
2 $3.04 $5.78 $4.28 $6.91 
3 «3.21 593 4.53 7.14 
3 3.38 609 479 7.38 
4 3.56 6.25 5.06 7.63 
5 374 642 533 787 


ui & Wt —Dividend 
nN 
~ 
oS 


3.02 5.76 = 3.73 6.41 4.89 7.46 
3.26 5.97 4.01 6.68 5.24 7.78 
3.50 619 4.31 6.95 5.61 8.12 
6.42 461 722 5.99 848 

400 6.66 4.93 7.51 6.38 8.83 

20 Year Endowment 

1 4.28 691 469 7.27 547 8.00 
2 473 7.31 5.14 7.68 5.93 842 
3 5.20 7.74 5.60 8.11 6.40 8.85 
4 
5 


newrwre 
w 
“NI 
soy 


5.08 8.17 6.08 8.54 6.90 9.30 
6.18 864 658 900 7.41 9%76 

In addition, although the Guardian has 
been writing an increasingly large pro 
portion of new business since 1918, and 
putting up on this new business, as on 
existing policies, the full level premium 
American Experience 3% reserves, (the 
highest reserve permitted under the laws 
of New York State), every dollar of 
this new business has been paid for out 
of current earnings. The company’s 
large surplus has been continually in 
creased or maintained. 

The Guardian’s interest rate of 5% 
on dividend accumulations and on sums 
left with the company under optional 
settlement provisions will be continued. 

Cc. C. BLEVINS DEAD 

Christopher C. Blevins, for the past 
fourteen years superintendent of agents 
of the Bankers Life died on October 24, 
at Green Gables Sanitarium, Lincoln, 
Nebraska, following a long illness. 

Mr. Blevins came to the Bankers Life 
as a salesman in 1899, operating at that 
time in California. In 1909 he was ap- 
pointed general agent for North Dakota 
and in 1910 the state of Montana was 
added to his territory. In 1911 he was 
called into the home office and given the 
title of superintendent of agents and 
continued as an officer of the Company 
until his death, 


ON DENVER COMMITTEE 

Desirous of boosting the welfare of 
the city of Denver and the state of 
Colorado, the Denver Chamber of Com 
merce has appointed a Civic and Legis 
lative committee. Newcomb Cleveland, 
(“Safety First Cleveland”) and John S. 
Fabling of the Pacific Mutual, have been 
appointed members of this committee. 


COURSES 
agency instruc- 
Myrick agency 
Mutual Life will begin November 
and continue until December 23. The 
winter term will begin January 11. The 
sessions are held in the conference room 
on the third floor at 46 Cedar street. 


IVES & MYRICK 
The fall term of the 
ion course of the Ives & 
of the 
by 


MADE ASSISTANT ACTUARY 
Reinhard A. Hohaus has been made 


*~ assistant actuary of the Metropolitan 
fe, 






































The Right View 
of Service 


When we drop “me” com- 
pletely out of sight in serving 
people, we find this same “me” 
looms very large in their estima- 


tion. 


True service brings its own 
rewards. It means the satisfied 
policyholder who has that 
friendly way of scribbling a brief 
note to you or calling you on the 
‘phone to tell you about a friend 
of his who is thinking about tak- 
ing out some life insurance. 
And as you serve the friend, so 
will the good word be passed. 
around. Greater profits will 
come, and you will have greater 


pleasure in your usefulness. 


The Prudential 


Insurance Company of America 
Home Office: Newark, New Jersey 


Epwarp D. Durrre.p, President 






























































New England Mutual’s 
Unusual Heart Test 


MANY CASES NOW ACCEPTABLE 


General Agent L. E. Baldwin Cites Num- 
ker of Typical Cases That Would 
be Rejected under Old Methods 





The New England Mutual Life has 
been making a special study of its experi 
ence with heart cases for two years or 
more and although the company does not 
write sub-standard business it accepts 
many doubtful hearts at standard rates. 
Dr. Edwin W. Dwight, medical director 
of the New England Mutual Life, dis- 
cussed the company’s experience with 
heart cases before the recent Directors’ 
Association. The company uses a special 
heart test for these cases. 

To illustrate the kind of heart cases 
accepted, THe EASTERN UNDERWRITER 
asked Lathrop E. Baldwin, a_ general 
agent for the company in this city, to 
cite some typical cases that are ac- 
cepted. 

“Speaking as a practical agency man 
of the results that I have seen and not 
as a medical man,” said Mr. Baldwin, 
“our idea is that an admittedly abnormal 
heart that will function normally under 
strain is safely insurable, and so we at 
tempt to apply a reasonable type of pres- 
sure. It is obviottsly useless to make a 
New York City business man, as for 
instance a corporation executive, jump 
up and down on his toes for eighteen 
times, for that is not the type of pres- 
sure to which he is subjected. His 1s 
a different type of pressure. So we 
measure his ‘Vital Capacity.” You re 
member the old college lung test of 
blowing to your full capacity and then 
sucking against pressure, each operation 
being measured. Well, this is the same 
pressure that we apply to the corpora 
tion executive, measuring in this man 
ner his ‘Vital Capacity’ and then hav- 
ing him do it over again, not quite to his 
limit, ta‘ing the blood pressure during 
this second operation, and if the blood 
pressure registered by the abnormal 
heart coincides with the blood pressure 
to be expected from a normal heart, 
then this man is safely insurable at 
standard rates, from our point oj view. 


Accept 51 Per Cent. Cases 


“It is surprising how many doubtful 
hearts are passed. By this test we have 
passed and issued at standard rates 51 
per cent. of all the cases subjected to 
the test, bearing in mind the fact that 
formerly all of these cases would have 
been declined by us. An instance lately 
was the vice president of one of the 
largest trust companies in the city, who 
had never had insurance at standard 
rates issued to him, having policies to- 
talling about $100,000 in several com- 
panies. We applied this cardio-respira- 
tory test, issued $50,000, ordinary life at 
regular rates, which in turn induced ¢ae 
of the other companies to take off the 
rating put on previously. 

“Another recent case was the chair- 
man of the board of one of the largest 
corporation on Wall Street, age 58, 
whose heart had been criticized by insur- 
ance companies for twenty years. Our 
examination disclosed a definite mitral 
murmur, but our cardio-respiratory 
blood pressure re-action being normal, 
we issued $25,000 ordinary life, standard 
rates. 

“Still another case of a different type 
is that of a young man, 23 years old 
with a rough systolic murmur, drawing 
$12.00 a month disability from the U. S. 
Army, cardio-respiratory blood pressure 
test being normal case was issued as ap- 
plied for, $1,000 ordinary life. 

“Do not, however, get the idea that 
we are taking any old impaired heart that 
comes along and accept 51 per cent. of 
them, because we are not. Probably less 
than one-half of the doubtful hearts 
submitted being thought worthy of sub- 
jecting to the cardio-respiratory test.” 














§ ize 4 
Mass. Pension Report 
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triking of these is the rise of the 


midder class 
Phe merease in the 


ae 
upper 


financial power of 


this class 1s literally enormous It is 

large class numerically, controlling 
00% of the country’s total wealth, vet 
stil without social prestige or political 


however, 1s 
ly becoming its) insistent 
wealth is enabling it 
pete with, it not 
born,” the 
other 


mower. Recognition, rapid 
demand Its 
vradually to 
overshadow, thie 
and 
and 1s 
creating a 


This upper 


com 
“well 
some of the 
thereby auto 
basis tor social dis 
middle class is ac 


clergy, evel 


Proressions, 
maticall 
tinction 
consciousness that is sure 
miportant influences on the 
future of involving a very radical 
readjustment of the position of women 


quiring a class 


society, 


Disregard of and indifference to the 
velfare of the poor is passing (as wit 
ness the report of this Commission) 


in Same because the 


part precisely poor 
ire becoming less 

Phe present 
ever, from. the 


ution of the 


numerous. 
structure of society, how 
standpoint ot the distrib 


national wealth among it 


various classes, still leaves much to be 
desired. For instance, the total national 
wealth is owned in the following per 
centages by — these four well-defined 
vroups 

l Poorest class, 65% of population, 
4.5% 

2. Lower Idle” class, 65-80% 0 

wel WI ass, R ‘ ol 

population, 5.5% 

3. Upper middle class, 80-98% — of 


population, 30% 


} Richest class, 2% of population, 
OO% 

These percentages can be translated 
into people and dollars thus—-assuming 


a population of 110 millions and a na 


tional wealth of 320° billions: 
71,500,000) people own $ 14,400,000,000 
16,500,000 . 17,600,000 000 
19,800,000 96 000,000,000 
2,200,000 192 000,000,000 
110,000,000 - ¥ $320,000,000,000 


Thus two nullions, two-hundred thous 
ands own six-tenths of the national 
wealth, and seventy-one and a half mil 
hhons own less than one-twentieth there 


ol the two extremes, 


How Life Insurance Fits In 

Po what 
available 
pensions 


extent as Life Insurance an 
help in the building of old age 


In the first place, it must be admitted 
by cevervone that Leyal Reserve Lite 
Insurance, as a factor in the economic 
lite of our nation, is truly in a class by 
itself. This unique postion is due to the 
fact that such insurance gives a double 
ervice protection against the total loss 
of a man’s earning power in event. of 


his premature death, and a savings fund 
perfectly adapted to the purposes ot old 
ave retirement 

Phis dual function of 
arises from the 


Life Insurance 
fact that, under the legal 
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| New England Mutual Life 
The Surplus Office 


lor sixteen years the brokers’ office 


BALDWIN 


5th Floor (Entire) 
5 Maiden Lane. 


5 Seconds from Broadway 








reserve system, the insured creates, 
through his premium deposits with in 
terest, a self-insurance fund. This fund 


augumented by cach premium, keeps all 
the premiums “level” throughout life, by 
the simple expedient of reducing the 
company’s annual risk by the amount of 
the fund. Thus it grows at a rate which 
exactly offsets the inereasing mortality. 
very legal) reserve premium (except 
term premiums) is calculated to provide 
the sum meet. the annual 
cost and contribute, at a pre 
determined this self-insurance 
fund 

leor 
ave 30 Is, 


hecessary to 
also to 


rate, to 


insurance at 
according to the American 
Table of Mortality, $8.43 per 


instance, the cost of 


[experience 


SLGCCC, and the cost at age 60 is $26.69 pet 
S100. But if the insured has paid $13.50 
each year more than the annual cost for 


the particular year im which he took his 


policy (age 30), he will have created a 
fund during the 80-year interval (be 
tween aves 30 and 60) of $662, at 3% 


Therefore the Com 
pany'’s risk at age the differ 
between the face of the policy, 
SI,CCG, and $662 (which it already has on 
hand toward the payment of the claim) 
or $338. As this sum is approximately 
one-third of the risk that the original 
premium at age 30 ($843) will pay for, 
the premium is kept “level” during the 
Whole 30-vear period rough 
ustration, without accuracy, 

Now, this self-insurance fund has the 
incidental advantage of being a “savings 
bank fund.” as [lizur Wright, the first 
Insurance Commissioner of Massachu 
setts, called it. This advantage, immense 


compound interest. 
60 is only 


CHCE 


This-3s. a 
actuarial 


though it be, is really incidental to the 
main purpose of the transaction—the 
furnishing of insurance protection. But 


it is none the less valuable, because, as 
with any savings bank fund, it is” the 
property of the man who deposited it. 


Henee, should the time ever come when 
its owner needs this money for himself 
nore than the Life Insurance which it 


guarantees for others, all he has to do ts 


TITUTTUTTT TUTE TATU LATTA TT TTT TV TTE 
ULUUMUTLLALLLEAL LLL {HMI WD 


to surrender his policy and receive its 
cash value. 
Thus Legal Reserve Life Insurance is 


both protection against the tragedy of 
the total loss to a man’s dependents of 
his carning-power during his working 


vears, and also a= retirement fund for 
himself in his old age. 

But at this point it should be made 
clear that no person can carry Life In 


surance without its costing him money, 
either in principal or in interest—though 
not necessarily in both. Insurance is a 
method of cooperation between individ- 
uals by which cooperating bear 
and share the losses that occur to their 
inembers, as provided for by the insur 
ance contracts under which they have 
bound themselves. Hence the cash sur- 
render values of the policy that any 
particular member carries can never be 
as vreat as the sum of the premiums he 
paid plus the interest the same 
money would have earned in a savings 


those 


has 


bank, This is fundamental; and the 
vlory of Life Insurance, its supreme 
claim to the allegiance of men with 


responsibilities to others, is 
that it provides the only method by 
which this primary duty, as the head 
of a family and a citizen, can be surely 
discharged. 
This) point 
correct to say that 
policy are ina 


financial 


clear, then, it. is 
the surrender values 
real sense what 
Commissioner Wright called) them in 
1872, “a savings bank fund.” Now, such 
a fund, whether large or small, is in es 
self-endowment, available for 
use as a personal pension for the man 
who builds it up. 

\ Life Insurance policy is indeed, as 
Professor Huebner, of the University of 
Pennsylvania, has well called it, “the 
very heart of thrift.” And he points out 
that it has no competitor in the facilities 
it offers in regard to three great thrift 
essentials: (a) under it a convenient, 
systematic, certain accumulation — is 
made; (b) it protects the saving period 
against total loss through death; (c) it 
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THE HIGHEST SERVICE 


IS RENDERED EVERY INDIVIDUAL YOU COVER 
= WITH THE RIGHT LIFE INSURANCE POLICY 


JOSHUA B. CLARK AND PAUL C. SANBORN 





conserves that which is saved from loss 
through bad investment or foolish ex- 
penditure, . 

These three thrift essentials are defin- 
ite benefits, as positive in their action as 
they are valuable in their results. No 
other agency can serve quite so effec- 
tively, all things considered, as an em- 
bodiment of the thrift motive. Even 
the objection that the interest returns 
under a Life Insurance policy may he 
less than one can earn himself (though 
as a matter of fact, the average invest- 
ment vield about equals the average re- 
turn from well-selected investment 
bonds) is utterly beside the point, be- 
cause it ignores the vital fact that saving 
requires time—a requirement that is al- 
ways confronted with the possibility of 
defeat through death. 

Realizing the importance of this dual 
function of modern Life Insurance, the 
companies have done everything in their 
power to make its secondary utilitity as 
a savings fund as broad, liberal, and 
secure as they have made its’ primary 
utility. 

Actual Operation Shown 

lor it must be remembered that in in- 
surance, death has two clearly marked 
meanings: it may be either physical 
death, or it may be economic death 
which supervenes at the age of retire- 
ment. These form the supreme eco- 
nomic gamble that every man_ has to 
face, and often (from its effects on the 
family) the latter is the worse of the 
two. The economic consequence — of 
both are remediable through Life Insur- 
anee by changing uncertainty and_ loss 
into certainty and salvage. 

The two business enterprises that ev- 
cry man is forced to embark upon are 
his family and his own economic. vo- 
cation. Life Insurance provides against 
the cessation of his endeavors in behali 
of both these undertakings with equal 
assurance and effectiveness. The sol- 
vency of the home and the care of him- 
self during the period when he_ has 
ceased to be an economic asset take pre- 
cedence over every other financial ob- 
ligation, 

Here, then, are several illustrations of 
the actual operations of the pension mo- 
tive through Life Insurance. In all 
these illustrations 65 is assumed as the 
ave of retirement because it is the usual 
age of economic death. The rates quoted 
are the actuarial net premiums, as being 
virtually equivalent to the participating 
tabular premiums minus the dividends. 

Life Insurance policies are divided 
popularly into two groups, Life and En 
dowment. This popular division is not 
inisleading, though it is somewhat con- 
fusing. The fact is that all polies are 
endowments, those that are called “life’ 
(whether ordinary or limited-payment) 
are really endowments at age 96. 

This age is chosen actuarially as the 
maturity of the life policy because, ac- 
cording to the American Experience 
Table of Mortality, every person of 100,- 
000 who began a new generation at age 
10, will be dead by the end of the ninety- 

(Continued on page 6) 
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ells Agency Host to 
New Home Office Man 


LAUNCH “TURKEY TROT” DRIVE 


Willard Ewing Presents New Book, 
“Seven Keys to Contentment”; 
Hoopingarner and Fagans 
Speak 
That the feeling of “healthy discontent” 
Graham C. Wells, general agent, 
Provident Mutual in New York, is en- 
deavoring to instill into his agents has been 
effective, is evidenced by the fact that the 
Wells Agency led the company, outside 
Philadelphia, during October, Policyhold- 
ers’ Month, with a paid-for production of 
nearly $700,000. At an agency luncheon on 
Monday Mr. Wells expressed his satisfac- 
tion over this production, saying that he 
was sure it had helped to increase the per- 
sonal effectiveness of each individual agent. 
He then proceeded to outline a “turkey 
trot” contest for November in which the 
agents will work in pairs to see who will 
vet the highest percentage of increase over 
their quotas by November 24, the closing 
date. Four turkeys will be presented at an 
evening dinner affair on this date to the 
two highest teams. An interesting feature 
of this campaign is that the wives and 
mothers of the agents are being given full 
details of the “Turkey Trot” contest in a 
personal letter from General Agent Wells, 
who will ask them to lend their closest 
co-operation in the hopes of getting one 
of the prized turkeys for Thanksgiving 
Day. , 


which 


Ewing Makes Good Impression 

Following Mr. Wells’ talk, Willard Ew- 
ing, new agency assistant at the home 
office, gave the agents an inspirational talk, 
largely based on the company’s new book, 
“Seven Keys to Contentment.” This is 
Mr. Ewing's first visit into the field in an 
official capacity, as he has been only a 
month at his new post. !te was formerly 
connected with the home office agency of 
the company, where he built up a credit 
able personal production as well as quali- 
fying himself as a good supervisor. In 
urging Wells’ agents to strive constantly 
toward the P. Q. M. Club, Mr. Ewing told 
them not to overlook any tie-ups to be de- 
rived from the national advertising of the 
company. He compared it to artillery 
preparation during the war to clear the 
line of action for the infantry, as it will 
gradually break down sales resistance and 
overcome objections. It is Mr. Ewing’s 
feeling that the company’s new book, 
“Seven Keys to Contentment,” based as it 
is on the program idea of buying insur- 
ance rather than the hit or miss method, 
will he a splendid entree into a prospect's 
office. It will go out to carefully selected 
prospects, submitted by the agents them- 
selves, 

“Tell your prospects,” Mr. Ewing sug- 
gested, “that they will get more enjoyment 
and benefit out of this book than they could 
possibly get from cross-word puzzles or 
serial stories. See particularly that it 
reaches men not dependent on salaries, 
siice its appeal to them is strongest.” He 
then recommended that all the agents buy 
as many books as possible to send out, the 
cost per book being 23 cents. 

Hoopingarner in Energetic Mood 

\fter a short talk by Philip D. Fagans, 
up-town branch manager of the agency, in 
which he described an ideal way of giving 
a client a summary of his insurance in 
force, Professor N. L. Hoopingarner of 
New York University was given the floor. 
Nhe actual time spent,” he said, “in talk- 
ing life insurance to a man is the time that 
really brings in business.” With this state- 
ment as his theme Professor Hoopingarner 
emphasized that although the working 
hours in a dav cannot be doubled, each 
agent could double the hours he actually 
spends in “talking turkey” to a prospect. 
He put it up to the man’s selfish instinct 
to increase his personal production, saying 
that it was determined by the amount of 
Preparation an agent made before canvass- 
ing. “Take a hint from the actor,” said 
Professor Hoopingarner in closing, “ob- 
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Founded 1867 





More than 67% of all insurance written 
by this company since 1867 is still in force 
today. What better evidence could there 
be that policyholders appreciate the “golden 
service of Iowa’s Oldest Company? 
Men desiring to become agents for a good old 


line company will realize the advantage of a con- 
tract with this company of satisfied policyholders. 


EQUITABLE LIFE 


INSURANCE COMPANY 


OF IOWA 
Home Office: Des Moines 








serve how he spends days and sometimes 
weeks in preparation for his lines in a play 
so as to deliver his part with a high de 
perfection. Keep constantly in 
mind that you should know your facts first, 
having a background of knowledge, and 
then develop skill and personality in’ the 
presentation of your proposition.” 


gree of 


Hunsicker and BroSmith to Talk 
at Life Association Dinner 
The Life Underwriters’ Association of 
New York are anticipating another record 
Lreaking attendance at its monthly dinner 
next Tuesday night. The speakers will 
be Clayton M. Hunsicker, one of the best 
known business insurance specialists in the 
country and Philadelphia manager of the 
Midelity Mutual, and William BroSmith, 
vice-president and general counsel of the 
Travelers. Since it has been some years 
a ‘Traveters official has addressed the 
local association, it is expected that a large 
gathering of Travelers agents will be pres 
ent to hear him. 


since 


COUPON PLAN FOR LOANS 


Ohio State Life Scheme Would Make 
Repayment of Policy Loans by 
Policyholders Easier 
The Ohio State Life Insurance Com 
pany has devised an easy repayment plan 
for life insurance loans. Coupon books 
jor $10 monthly payments have been 
prepared, cach coupon showing the date 
on which it is due and making proper 
interest allowances, so the borrower may 
remit the exact net amount due. As a 
test of the plan, coupon books are being 
sent only to those borrowers whose 
loans can be repaid within a year or 
practically so, at $10 a month. It is 
pointed out by the Ohio State Life that 
a loan charged against a policy is often 
the first step toward the cancellation of 
the policy, and the loan payment. plan 
is devised to offset such a contingency 
The plan, it is declared, will mean more 
money tor the agent, and at the same 
time benefit the policyholder and the 

company. 





as 3000%. 


much “cold” canvass. 





Fieldmen Profit 
by This 


N 1924 The Guardian’s Prospect Bureau yielded an 
average profit to fieldmen of 600% in commissions 
over their investment. In some sections it ran as high 


It is easy to see how the Prospect Bureau can be the 
basis of success. It shortens the selling process. It fur- 
nishes “live” leads in adequate number. It eliminates 


The Prospect Bureau is one reason why a good many 
of the better producers are casting their lot with us. 
One new comer, a general agent, brought with him an 
agency organization of nearly three hundred men. 


Let us tell you the whole story of what The Guardian is 
doing to better the fieldman’s success. 


T. LOUIS HANSEN, Vice President 


THE GUARDIAN LIFE INSURANCE COMPANY 
OF AMERICA 
Founded 1860 under the Laws of the State of New York 
50 UNION SQUARE, NEW YORK 














McMURRAY NOT TO RESIGN 


Denies Rumor he is to Leave Indiana 
Insurance Department; Inter-South- 
ern Mixup 
Thomas _ S. 
auditor of 


McMurray, Jr.,_ state 


Indiana and as such head 
of the insurance department, denies in 
that he 


any intention of resigning his position, 


a telegram to this paper has 
answering a rumor that had been circu- 
lating in the East. 

Mr. MeMurray’s had 
brought into the tangled affairs of the 


Inter-Southern Life of 


name been 
Louisville, 
Ernst & 
auditors employed by the insurance com- 


through the report of Ernst, 


missioners of several states to examine 
the company, as a result of which there 
that 


made to 


were rumors improper payments 


had been Commissioner Me- 
Murray and to offer Superintendent of 
Insurance Thomas J. Houston of Hlinois. 
Commissioner McMurray took the stand 
at a hearing held by the several com 
nvssioners and defended his part in the 
transaction which involved a loan he had 
pending with the company and which 
had approved by the company’s 
loan committee. 


been 


ELECTS NEW VICE-PRESIDENTS 


Life Insurance Co. of Virginia Advances 
Officers In Several Departments Of 
Organization 


Three new vice-presidents were added 
to the official staff of the Life Insurance 
Company of Virginia by action of the 
board of directors this week. Those ele 
vated to this position are: John Sidney 
Davenport, Jr. actuary; <A. Carlton 


McKenney, secretary; and J. T. Law 
rence, manager of the mortgage loan 
department. P. St. George Cooke, as 
sistant secretary, was made secretary 


many auditor of the 

T. Townsend was appoint 
manager of the mortgage 
loan department. AIl the appointments 
are effective December 1. 

At the same meeting of the board, 
Dr. Charles L. Rudasill was appointed 
medical director to fill) the vacancy 
caused by the recent sudden death of 
Dr. George C. Hall. Dr. Rudasill was 
previously assistant medical director. 
His appointment effective No 
vember 2. Specific duties to be assigned 
the three new vice-presidents will be 
announced before December 1, it was 
stated. 


He was for 
company. L. 
ed assistant 


years 


became 


$50,000,000 CARRIERS GROUP 


President Greenwood of Great Southern 
Life Closes Big Line on Rural 


Letter Carriers’ Association 


Several months ago the Board of Con 
trol of the National Rural Letter Car- 
riers’ Association was authorized by the 
membership to arrange for a policy of 
life insurance, on the group plan, that 
could be made to cover the entire mem 
bership. Preliminary negotiations were 
entered into at that time which finally 
culminated in a conference, at the Na 
tional headquarters of the Association in 
Washington, between officials of several 
life companies and the officers of the As 
sociation. 

The contract has been awarded to 
the Great Southern Life of Houston, 
Texas, which was represented by Pres 
ident EK. P. Greenwood. The contract 
as definitely executed bears the 
tures of W. A. Keown, president of the 
Association, L. G. Blackman secretary 
and Lucien Andrews, treasurer and 
e1pervisor of insurance. 


signa 


Appointment of the Schrum Insurance 
Agency of Newton, N. C., as district 
agents for the Atlantic Life is announced 
by the company. Comprising the agency 
are J. L. Schrum, F. F. Schrum, J. W. 


Abernethy and R. M. Yount. They have 
already begun the production of busi- 
ness they paid for $100,000 of business. 
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Mass. Pension Report 


(Continued from page 4) 

ixth vear very life policy therefore 
atures automaticall for its face 
mount as an endowment at that age 
Now, the only difference between such 
a policy and the so-called “endowment” 
is that b payingg more mone during 
the vears that the policy is to run, the 
self-insurance tund is built up so much 
more rapidly that it matures the policy 
for the face amount earlier than age 96 


For instance, a 10-year Endowment ts 


sued at 35 matures for $1,000 at 45, and 
requires a premium of $89.30; while an 
Ordinary Life issued at the same age 1s 
a Ol-year Endowment and requires a 
premium of $21.08. Between these two 
extremes an almost inexhaustible variety) 
of years to run, and consequently ot 
premiums, is available Hlastening the 
maturity to any point in life carher than 
ninety-six always requires a larger pre 
mium than the basic rate of the Ordin 
ary Life, just quoted. The selection ot 
the rate that the insured shall pay de 
vends therefore on what he wishes to 


that is, on whether, during 
the intervening that the 
to run, he lavs more emphasis on insur 


‘CC omplish; 


years policy 1 


ance protection or on securing an old 
age pension. The balance between pro 
tection and pension may be adjusted ly 
the selection of a premium rate that will 
produce exactly the outcome desired 
For instance, assuming 65 as the re 
ti cement age, an annual premium 
roughly of $100 will give $5000 insurance 
Pp tection from entry to 65 (30 years) 
sad then an endowment (surrender 


duc) at that $2014; while unde 
a “Endowment-at-65" poliey the 
gremium wall $4,000 protection and 
$000 endowment at maturity 
Phe choice of one form over 
pends on the relative value 
“oured puts on 25% more insurance 
{ cing the 30-year period, culminating 
it a retiring-fund of the amount quoted, 
© 414, as compared with 80% as much 
surance culminating in) nearly 50% 
retiring-fund at 65, 
choice should be 
the personal 
wife and children during 
tervening between 35 and 65 These 
vary within a rather wide range in each 
and their determination is a matter 

that must rest, in the last 
the insured himself. In 
the family obligations 
surance with les 
ed and vice 


vear ol 
same 
Live 


the other 
that the 


1Ore 
Phe 


marily by 


controlled pri 
obligations to 
the 


years in 


case, 
analysis, on 
general, where 
are heavy, more 
s pension will be de 
versa 


Applying Different Contracts 


the extent to 
balance may 
policy con 


Po show something of 
which adjustments of this 
be made through different 
tracts, here are SIX 


] The 30-Payvment Life costs $239.20 
for $10,000 insurance, carrving an en 
dowment at 65 of $7,232.40. This pre 
nium is payable throughout the whole 
period 

2. The 20-Payment Life costs $298.56 


for $10,000 insurance, carrving the same 
endowment at 65. This premium is pay 
able during 20 years only, after which 
the policy is paid-up for its face amount 

5, Phe 10 Payment Life costs $497.20 
fer the same insurance, and carries the 
ssme endowment. The contract calls for 
P :miums during only 10 years. 

4. The Endowment-at-75 costs $226.20 
Ler annum for $10,000 to age 65, when it 
can be surrendered for $6313.90. 

5. The 30-Year Endowment paid-up 
4 20 annual payments has a premium of 
$347.40 for the same amount of insur 
ance. It matures for $10,000 at 65. 

6 The 30-Year Endowment paid-up 
in 10 annual payments has a premium of 
$578.70. Similarly it is worth $10,000 at 


OH5 


These six contracts, plus the other 
two mentioned before (Ordinary Life 


ind Endowment-at-65), are representa- 
ve ot the use that can be made of Legal 
erve Life Insurance for building 

ns The list could be made more 


let 
I 


ete, but these are the popu- 
and show well how easy it is 





to insure oneself against loss from both 
physical and economic death. 

No mention has been made of the 
regular annuities purchasable through 
the deposits with an insurance company 
of a principal amount by means of either 
i single premium or annual premiums, 
decause none of the many forms writ 
ten carry Life Insurance, and nearly all 


involve more or less forfeiture under 
certain conditions. 

Qne other feature of the Life Insur 
ance company’s service remains to be 


explained. When the endowment is paid 


to the policyholder at age 65, the com 


pany does not then withdraw from fur 
ther participation in his problems. On 
the contrary, it says to him in effect 


Now that you have the corpus of your 
pension im your possession what are 
voing to with it? If you have 
no definite plans, we will invest it for 
vou under one or another of five plans, 
or part of it under one plan and the re 


you do 


imainder under another, All are based 
on 3% interest, which is guaranteed, 
and in addition to this guaranty the 
company will pay an excess interest as 


apportioned by its directors. This ex 

interest ranges from 144% in some 
companies to as much as 2% in others, 
the average being about 1.75%. This 
the total investment return on 
the amount left) with the company 
175% net above all expenses to the 
polievholder. 


Briefly 
low S 


CeSs 


make a) 


the five plans provide as fol- 


1. The proceeds of the policy may be 
paid in annual installments for any 
definite number of years from two to 
thirty; each, after the first, being in- 
creased by surplus interest. At the end 
of the period selected the principal is ex 
hausted 

2. The amount of each of the annual 
installments is determined by the age of 
the poheyholder when the first becomes 


payable—the younger the payee, the 
sinaller the installment. At age 65 the 
company will) pay $64.45 annually on 


each $1000 due under the policy. It is 
guaranteed that twenty annual install- 
ments, with surplus interest, will be paid 
whether the pavee lives to receive them 
or not 

3. Exactly like the foregoing, except 
that if the payee dies before the sum of 
the installments received equals the 
amount applied to their purchase, the 
difference will be paid. Twenty annual 
payments not guaranteed, but no 
forfeiture of any principal is possible. 


are 


4. Interest at the rate of 3%, plus 
surplus interest will be paid on the 
Whole, or on any part, of the sum left 


with the company. This interest will be 


continued during the lifetime of the pay 








B. H. WRIGHT, President 





State Mutual Life Assurance Company 
OF WORCESTER, MASSACHUSETTS 


Incorporated 1844 


Co-operation with its salesmen and service 
to its policyholders have characterized the 


EIGHTY YEARS OF LEARNING HOW 
that 
MAKE STATE MUTUAL FAMOUS NOW 


STEPHEN IRELAND, Superintendent of Agencies 


D. W. CARTER, Secretary 














ce, and of any contingent payee; or dur- 
ing any specified time agreed upon with 
the company. When the last surviving 
payee dies, or when the time agreed 
upon has expired, the amount left. will 
be paid by the company, in one sum, 
unless otherwise stipulated. 

5. You can arrange for the company 
to pay you~ instalments representing 
any part that you desire of the whole 
sum left, until it is exhausted. The final 
instalment will be for the balance only, 
with interest. Interest at 3%, plus 
surplus interest, will be added yearly to 
each unpaid balance, until the whole 
principal is paid. ~ 

Note finally that all these forms of 
investment and income service are also 
available without charge to the widow 
of a policyholder who dies before he has 


reached the age of retirement. No 
greater benefit for those unskilled in 


property management—as are the vast 


majority of people—could be given. 

The Real Function of Life Insurance 

In conclusion and as summing up the 
whole matter, Legal Reserve Life Insur- 
ance can do what it undertakes to do, 
as here explained, precisely to the ex- 
tent that it is used for that purpose. 
This means that it works no magic with 
money. Life Insurance is not an Alad- 





George Washington Life 


Insurance Company 
Charleston, W. Va. 
presents opportunity for liberal 
contracts covering definite territory 
with Home Office registry and with 
power of appointment of sub- 

agents. 
The States of West Virginia, Vir- 
ginia, Ohio, Kentucky, Tennessee, 


South Carolina, North Carolina, 
Georgia, and Michigan. 
Address: 


ERNEST C. MILAIR 
Vice-President and Secretary 











mark. 


DES MOINES, IOWA 


Three New Records of Progress 


A TWENTY-TWO MILLION DOLLAR PRODUC- 
TION of new life insurance during June, 1925, in 
honor of President George Kuhns. 


A NINETY MILLION DOLLAR PRODUCTION of 
new life insurance during the first half of 1925. 


During June, 1925, the total of life insurance in force 
passed the EIGHT HUNDRED MILLION DOLLAR 


BANKERS LIFE COMPANY 


GEORGE KUHNS, President 
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NEW POLICY 


Disanility Benefits of $15.00 per $1,000.00 
Waiver of Premium 
BROADER DOUBLE INDEMNITY CLAUSE 
Loans at end of 2nd year 


| The Manhattan Life Insurance Co. of New York 














din’s lamp. It knows nothing of high 
finance or money wizardry. It has no 





connection with get-rich-quick schemes. 
It waves no sorcerer’s wand. It cannot 
make something out of nothing. It cre- 
ates no wealth, it merely redistributes 
wealth in accordance with the happening 
of contingencies that occur under well- 
established laws. 

We can take out of Life Insurance 
only what we have put into it. No in- 
surance for old age can be had without 
paying for it. Life Insurance does not 
operate under the laws of the State ol 
Utopia. 

Millions of people in the wage-earning 
and salaried classes are making splendid 
use of the thrift of Life Insurance. Its 
message is penetrating slowly into the 
very heart of the American home. And 
yet that message must be confessed to 
have little meaning for many working: 
men—people in the first, the poorest 
class, and in the second, the lower mid- 
dle class. That cuts out immediately 
80% of the population. But it cuts out 
even more—many of the upper middle 
class. Comparatively few of the first 
two groups as yet have learned the 
secret of financial independence—the 
sovereignty of Carlyle’s “excess six 
pence.” Indeed most of them, frankly, 
have not the incomes that make such 
independence possible — notwithstand- 
ing the enormous additions to their 
earnings that have come in recent years. 
The struggle against mismanagement, 
ignorance and_ short-sightedness still 
leaves the demands for daily bread an 
shelter the most insistent of all the 
“urges” of life. % 

Provision for old age and disability 
annuities for the working classes has 
been given careful and extended study, 
but is even yet a distant prospect, t at 
is, short of drawing the cost from the 
public (national) income, or paying for 
it by increasing wages still more. It 
true that ninety million Life Insurance 
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policies (of 22,082,000 are “ordinary”) 
are now in force in this country, but 
most of them are “industrial,” carrying 
on the average about $170 insurance. 
This sum is merely a death and burial 
benefit, and utterly insignificant in re- 
lation to old age pensioning. Just as 
the “large” individual incomes ($4,000 
and up), as shown by the Federal In- 
come tax returns, are confined to a scant 
2% of our population, so a generous use 
of Life Insurance is possible within a 
group whose bounds are not greatly ex- 
tended beyond this minute fragment. 

But the fact is that, as a distinguished 
insurance editor said the other day, 
“Life Insurance is not a cure for pov- 
erty, it is the reward of thrift”—and it 
is one of the greatest rewards, if not 
the greatest—that our civilization has 
produced. Social efficiency is intimately 
related to levels or intelligence. Where 
the latter is high the former is large. 
And thrift calls for intelligence! The 
socially efficient are thrifty because they 
want to be thrifty—the very “want” it- 
self being an indication of mental com- 
petence. The benefit derived only in- 
creases the desire for still more benefit. 

A study of the social and_ political 
structure of America, erected on a base 
of material prosperity, shows that a most 
potent stimulant has been at work here 
which, in large part, explain the uni- 
versality of the Life Insurance appeal. 
This stimulant is a philosophy of life 
that recognizes progress and individual 
attainment as wrapped up in, and de- 
pendent upon, individual enterprise, ef- 
fort and accomplishment. 

This philosophy insists on fair play 
and equal opportunity for all. It guar- 
antees security in the enjoyment of re- 
wards created through the natural pro- 
cesses of service to society. Thereby, 
once for all, it demands of each individ- 
ual that he build his own niche in the 
social structure by his own character 
and ability and earnest effort and self- 
control. It instils courage and ambition 
and independence—all three essentials of 
economic progress. Life Insurance 
makes these supreme qualities of  in- 
dividual character a hundredfold more 
powerful by combining those who have 
them into vast groups, whose coordina- 
tion for mutual protection brings a 
strength to each member which is as 
the strength of the thousands with 
whom he is thus united. 


ROCKWELL GOES TO HOUSTON 


To Conduct Series Of Lectures For 
ocal Association; More Than 80 


Students Signed Up 


rhe Houston, Texas, Life Underwrit- 
ers Association has engaged Professor 
Charles J. Rockwell to conduct a series 
of lectures, starting January 25 to run 
to March 26. Before accepting the posi- 
tion Professor Rockwell had asked that 
cighty students be guaranteed. Within 
six hours’ time more than the required 
number of students had been secured. 


CALL ON W. L. CROCKER 





Committee of Insurance Advertising 
Men Pay Respects to John 
Hancock President 


A committee of the Insurance Adver- 
tising Conference, headed by Luther 
Little of the Metropolitan, made a per- 
sonal call on President Crocker of the 
John Hancock Mutual, to thank him 
for the use of the company’s auditorium 
and the courtesies extended during the 
Boston meeting. 

President Crocker was pleased to 
have the conference meet there and said 
that they had enough applications for 
the hall to keep it in use all the time. 
As no rent is charged the company has 
concluded to confine its use largely to 
meetings for insurance, such as_ the 
Insurance Advertising Conference. The 
Roston Life Underwriters and the New 
England Women Life Underwriters have 
met there. A number of health and 
medical conventions including doctors 
and nurses as well as welfare workers, 
are held in the John Hancock Audito- 
rium. Of course the Annual Agents’ 
Convention is held here, and the Policy- 
holders Annual Meeting. The hall is 
also frequently used by employees dur- 
ing the year. 

The Insurance Advertising Confer- 
ence not only used the Auditorium for 
its general meetings, but various smaller 
rooms in the building for the group 
meetings. Many of the visitors availed 
themselves of the facilities of the Pub- 
licity Department while attending the 
convention, and also took advantage of 
the opportunity to go about the build- 
ing and observe the latest developments 
in insurance office construction. 


F. J. HOPSON JOINS McMAHON 
To Take Charge of Newly Organized 


Annuity Department; a Lawyer 
by Profession 


The services of KF. J. Hopson, an an- 
nuity specialist, have been secured by 
the Edward M. McMahon Agency, gen- 
eral agents of the National Life of Ver 
mont in Greater New York to take 
charge of the newly created annuity de- 
partment in the agency. Mr. Hopson, a 
lawyer by profession, took the life in- 
surance course at Carnegie Tech = in 
order to learn how best to protect es- 
tates against inheritance taxes which 
accounts for his interest in insurance. 
An article of his on annuities recently 
ran in the New York Times entitled, 
“Annuities in New Forms Attracting At- 
tention.” During the war Mr. Hopson 
was a captain of field artillery. 


SHOWS 46%, INCREASE 


The Keane-Patterson Agency, gen 
eral agents for the Massachusetts Mu- 
tual in New York, shows an increase in 
October production of 46% over its 
September business. 








reputation fer stability az? air dealing. 


their business. 


interest of all its policyholders 
JOUN BARKER, Vice President 


I*s policy contracts give to each individual insurer full protection, safeguarding 


Incorporated 1851 


BERKSHIRE LIFE INSURANCE COMPANY 


PITTSFIELD, MASS. 
FREDERIC H. RHODES, President 
this Company vas always pursued those policies in the conduct of its business that have xiven it a high 


Alas always rendered the highes: grade of service to its policyholders 
Hag always extended reasonable assistance and encouragement to its representatives to develep and hold 


at the same time, the 


RORERT H. DAVENVORT, Secretary 
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THE EUREKA-MARYLAND ASSURANCE CORPORATION 
BALTIMORE, 


Incorporated 


issues all modern forms of Life Insurance, including Industrial, Ordinary 
Group 
MAGINNIS, 


MARYLAND 


1882 


President 








W. J. Williams, President 





Over 114 Million Policies Now in Force 


Only four other life insurance companies in America have more policy 
contracts in force than this Company. 
remarkable growth in the last ten years: 


The following figures show its 


Jan. 1, 1915 Jan. 1, 1925 
yO PE See CTC TET CT guddeeerakdnasycase! a “ee $ 47,866,964 
Policies in Force............ nveedcaceteeadas 552,311 1,671,557 
Imsurance in Force.............ceeeeeeeeeeee $79,954,935 $391,193,848 


Attractive opportunities open to competent agents in Ohio, Indiana, 
Kentucky, West Virginia, Pennsylvania, Michigan, Illinois, Missouri. 


The Western and Southern Life Insurance Company 


CINCINNATI, OHIO 


Organized February 23, 1888 








McDouall to Speak Next Monday 
at P. M. Fraser Afternoon Forum 


Leslie G. MeDouall, assistant trust of 
ficer, Fidelity Union Trust Company of 
Newark and one of the most active trust 
officials in the country in the encourage 
ment of the new insurance trust idea, 
will give an illustrated talk Monday 
afternoon, November 9 before the edu 


cational forum of the Peter M. Fraser 


Agency, Connecticut Mutual in) New 
York. 
Mr. McDouall’s talk will deal primar 


ily with the advantages to a 
holder in the establishment of an 


policy 
insur 


ance trust, but underlying this will be 
an explanation of real workable ideas 
by which the underwriter may benefit 


by the very evident desire of the trust 
companies for this type of business. This 
is expected to be a well attended forum, 
invitations having been sent to a large 
number of outside agents and brokers. 





FRANK J. HAIGHT 
CONSULTING ACTUARY 
Hume-Mansur Building 
Indianapolis, Ind. 
Hubbell Building 


Des Moines, lowa 

















HOME LIFE 


Insurance Company of New York 


ETHELBERT IDE LOW, President 





The 65th Annual Report shows: 


Premiums received dur- 


ing the year 1924..... $8,003,453 


Payments to Policyhold- 
ers and their Benefi- 
ciaries in Death 
Claims, Endowments, 


Dividends, etc........ 6,321,524 


2,801,996 


Increase in Asscis...... 


Actual Mortality 62.4% 
of the amount ex- 
pected. 


Insurance in Force..... 260,530,414 - 


Admitted Assets........ 51,457,218 











FOR AGENCY APPLY TO 
| GEORGE W. MURRAY 
| Superintendent of Agents 


| 256 Broadway New York 


























Mechanical skill does not 
to victory, 


life insurance salesman. 


dispatch with 


PUTTING A KICK IN 
THE SALES CAMPAIGN 


win football games—nor sales campaigns. 
It is the punch behind every play that carries the championship team 
It is sustained enthusiasm that brings success to the capable 


: * 1 ® va 
va Rapping National Life salesmen have sustained enthusiasm because they are confident 
‘at every coworker in the Home Office is on the job with them. ‘This is evidenced in the 
( which i 
attention given to all their sales problems. 


their 


business is handled and the helpful 











(LINK UP())wits THE) LINCOLN) 














The Lincoln National Life Insurance Co. 


“Its Name Indicates Its Character’ 
Lincoln Life Building 
More Than $375,000,000 in Force 


Fort Wayne, Indiana 

















Pennsylvania 


1865 








Sixty Years Old 


Provident Mutual 


Life Insurance Company of Philadelphia 


Founded 1865 


1925 


Provident agents in their approach have the 
advantage of the national advertising of the 
Company which is striking and original, 
and also of a Direct Mail Campaign. 
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Practical § 








LIVE HINTS FOR BUSINESS GETTERS 


Suggestions to Help the Man With the Rate 
Book Increase His Income and General Efficiency 











J. B. Duryea, 
eral agent of the 
Mutual Life at 
Francisco, makes 

esting comments on 
producing \ny 
usually successtul in 
always studying 
short to the 
his task \nd 
short cuts to 
namely : 


l. Make 


gen- 
Penn 
San 
the 
sales 
un 
ol endeavor 
and finding 
operations ol 
are suprisingly 
life) imsurance, 


Using 
Short 
Cuts 


following inte: 


ideas nan who is 
any line 
his work 
various 
there 


writing 


1S 


cuts 


a list of 400 to 500 people 


to 
2. Sepregate 
3. Select 
day 
“Day's 
every 


these names for location. 


each 
your 


o'clock 


twenty these 
have them 


card 


ol Nalies 
written on 


9 00 


and 
WW 
morning 

4, Start 
day's 


ork” before 
soliciting at 9.00 a 
work to call 
twenty prospects betore 
Many 
twelve 
or 


mW 


Your 
each you, 
10.00 p 
you will have 


You should 


IS Ol ol 
Ml 
days 


miterviews 


ten 
average 


or 
SIX seven, 
0 sales tal:s to the 
the prospect has for life insurance money, 
and the way in which he can obtain the 
service Eiminate everything 
7. Close 
thre 
Close by 
whether 
ervice 
p.aim it 


Vou see 


Conhine your uses 


else, 
as soon as you have explained 
the service will) benefit him. 
saying, “I would like to see 
the Company will give you this 
lf | can get it | will then ex 
in detail; if you want it after 
it, fine; if not we will send it 
There is no obligation either way. 
were you born?” (Be sure that 
hesitation between the last 
When he has signed, of 
try to get settlement.) 
* * ok 

The life 


salesman 


Waly 


back 

\\ here 
there 
two sentences 
COUrS¢ 


Is ho 


you will 


insurance 
the only 
the world 
Time, said 
Franklin Lite 


The Only 
Salesman 


Who Sells Time salesman in 
who can sell 
Fred W. 


of the 
recently. 


He explained what 
ing that the life agent 
the results of labor over a long period 
of time. If a man lives he may accumu- 
late money and do what he pleases with 
it Life imsurance permits him = to 
range to use money before he 
accumulated it. 
Phe needs ol 

future needs, 
Potter named 
lead to the 

Phere 
will call 
ire ready 

“Income 
family ; 
for the 

Phere is 
policy for 
pays the 


is 


Potter 
he meant by say 
sells, in advance, 


ar 
has 
life insurance 


and 
those 


prospects 
them Mr. 
most often 
application, 

Needs” which 
the children 


a¥r¢ anon gy 
which 
signing of the 
“Educational 
for money when 
for college. * 
Needs,” for old age or for the 
and these are the best of needs 
agent to talk about. 
the “Cleanup 
one two 
doctor and the 
the grocer, and leaves 
the family to start out 
\nd then there 
plex,” which 


are 


the 
thousand which 
undertaker and 
a clean slate for 
with. 

is the “Poverty 
leads a man to 


Policy a 
ar 


Com 
take a 





INCORPORATED 1871 


"LIFE INSURANCE COMPANY OF VIRGINIA 


RICHMOND, VIRGINIA 
Issues the most libera! forms of ORDINARY Policies from $1,000.00 to $50,000.00, 
with premiums payable annually, 


d 
INDUSTRIAL Policies from $12.50 to $1,000.00, with premiums payable weekly. 
CONDITION ON DECEMBER 31, 1924 


Assets 
SS ee ere es Maa eh an 
Capital and Surplus 
Insurance in Force..... .. 





JOHN G. WAI KER, President 


his old mother 
doesn’t want to suffer 
worst should happen to him. 

“Savings” with the “guarantee” that 
life insurance savings have another 
powerful urge to a great many men. 

“Business Insurance,” which isa 
vague term covering a multitude of very 
definite things, is always interesting to 
the business man. 

“Inheritance 
nearly always 
loo forward 
any size 

And _ then, 
to leave 
science 
usually 
Wa mp 


people, 


policy io. protect 
whom he 


the 


or 
Someone 


in Case 


1s 


Insurance” — will 
the man who 
leaving an estate 


lax 
interest 
to ol 
those 
to 


or 


there are 
endowments 
or learning 
the life) imsurance 
endowments 


who hope 
institutions 
religion, 

method 
interests those 


ol 
and 
ol 


“Kamuly Protection,” which 
from “Covering the Mortgage” through 
all the needs a family for money, 
evon down to the costs of “Transferring 
and Trusteeing the Estate” the last 
and best of all. 
These are all needs, 
Potter, and life 
Which  gatisties 


ranges 
has 
is 


according to Mr. 
insurance the thing 
them most effectively 
with the least outlay. Begin October 
with this list in your pocket and see if 
you don't find plenty of people who need 


1s 


you to explain about them. 
t * 
Who should insure ? 
Who adap rena tor 
Asks the Equitable 
Should * es 2 
° Life Assurance So 
Insure ? 2 . ; 
ciety bulletin and 
answers with the following list: The 


workiman to support his family while they 


are adapting themselves to new condi- 
tions 
The man of limited means to relieve 
wife and children of overburdening toil. 
The man of moderate means to project 
his earnings imto the future. 


The professional man and the man de- 
pendent ona salary or the earnings from 
trade or business, because his in 
will be cut off when he dies. 

man of wealth, to protect 
estate and pay his inheritance taxes. 

The woman of wealth for the same 
purpose, and to provide for her children, 
and charities. 

The 


some 
come 


‘| he 


his 


in order that he 


young man, may 
learn how to save. 

The bachelor, because it will increase 
his capital and may be needed when he 
marries. 

The man whose house is mortgaged, 
that his home may be protected. 

The debtor, that his obligations may 


be discharged. 


The business man, that his interests 
may be protected. 

The man of affairs, to safeguard his 
undeveloped projects. 

The business firm, to protect the in- 
terests of each partner. 

The officers of a corporation, to 
strengthen the institution, 

every insurable man and woman who 
can afford to pay for a policy. 





semi-annually or quarterly, 


$ 41.521,283.1. 














ACACIA 


A Mutual, Old 


Line Life Insurance Company, 


limited by its 


Charter to Master Masons and issuing all standard forms of life 


insurance policies at net cost. 
Assets : 
Lowest Rates 


Insurance in force December 31, 1918 
Insurance in force December 31, 1924.................... 


AN INCREASE OF OVER 600% IN SIX 


(over) $15,000,000 
Liberal Dividends 


$24,044,612 
174,625,300 


YEARS 


This remarkable record is without parallel in Insurance History, 


Prospective agents need no further proof of 


the fact that 


ACACIA Agents are writing business and making money. 


ACACIA MUTUAL LIFE ASSOCIATION 


William Montgomery, President, Homer Building, Washington, D. C. 














The Colonial Life Insurance Co. of America 


Whole Life, Limited Payment and Endowment ° SOLD 
NEW High Value THROUGH 
ORDINARY 2 A is ITS OWN 
POLICIES ttractive and Novel Features AGENCY 
Low Cost STAFF ONLY 


Which, with especially favorable Indust) ial Contracts, 
give Agents unsurpassed money-making ,pportunities. 


GEO. T. SMITH. Viee-P om J. HEPPENHEIMER, President 
Li r 
DUNBAR JOHNSTON, Sceretary s. HAS. deen nt 


HOME OFFICE, JERSEY CITY, N. J. 


2nd Vice-President 


WN, Asst. See’y and Asst. Treasurer 














Our Ninetieth Birthday 


Ninety years ago, April 1, 1835, Massachusetts chartered the 


New England Mutual. 


This is the oldest Charter now existing. 


_ The granting of this Charter had a vast significance, for it 
introduced a New Idea, which cleared the way for the present 


growth of Life Insurance. 


THAT IDEA WAS MUTUALITY 
NEW ENGLAND MUTUAL LIFE INSURANCE CO. 


Boston, Massachusetts 
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cessf1. business. 


of endeavor, offers financial strength, reputa 


tude, leadership, and life insurance service. 


of New York 
34 Nassau Street 








THE MUTUAL LIFE 


The Mutual Life Insurance Company of New York has a 


record of EIGHTY-TWO YEARS of prosperous and suc- 
it has passed through panics, pestilence 


and wars unharmed, and to-day, as a result of eight decades 


Those considering life insurance as 


a prolession are invited to apply to 


tion, magni- 


The Mutual Life Insurance Company 


New York 
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Leaders of Fidelity 
Mutual Hold Meeting 


FEATURE LIVE SALES TALKS 


Executives Join Leaders’ Club Members 
in Their Largest Convention at 
Atlantic City 


The recent convention of the Leaders’ 
Club of the Fidelity Mutual Life held at 
Atlantic City, was the biggest and gen- 
erally voted one of the best the club 
has ever held. A program marked by 
live sales ideas, demonstrations and_ in- 
spiring addresses, was very successfully 
carried through. The leaders for the 
year are C. M. Hunsicker, president; I. 
G. Becker, vice-president ; S.. Ei. 
second vice-president; Karl 


Gettis, 
Collings, 


secretary, and S. F. L. Bettger, treas 
urer. 
New Fidelity Features 
President Walter LeMar Talbot wel 


comed the leaders with an address in 
which he reviewed the progress of the 
company. “The past year has been a 
busy one for Fidelity, much good con 
structive work has been accomplished,” 
he said. “We have set in motion besides 
the non-medical, a monthly plan of 
premium payments and ‘a salary savings 
plan, have extended the disability and 
double insurance coverages to term 
policies, have concluded a complete re- 
vision of all our regular policy forms, 
have carried into effect a modification 
and adjustment of the note system, and 
have pursued a deep searching study 
into the underwriting of impaired lives. 
And we will be just as busy the coming 
year as we see opportunity to extend 
our service to the insuring public.” 

An excellent sales 9 demonstration 
drawn from actual experience was put 
on by Dr. J. W. Kirgan of Cincinnati 
as the salesman and J. H. Merkle as the 
prospect. The case was that of a banker 
who was “not interested” but who 
couldn't resist the proposition, 

Frank Bettger of the Philadelphia 
agency gave practical illustrations on 
filling insurance needs and EK. H. Schaef- 
fer, manager at Harrisburg spoke on 
how to the life insurance record 
book and suggested ways for the agent 
to make himself of greater service to his 
clients. Paul Wechsler of Philadelphia 
and F. V. Coville of sridgeport talked 
on program insurance, Mr. Coville show- 
ing the great advantages of the program 
and Mr. Wechsler warned not to sell the 
prospect too expensive a program. He 
sold one good program on the proposi 
tion that the prospect could afford to 
save one dollar a week. 

Vice-President F. X. Quinn, Dr. S. S. 
Huebner of University of Pittsburgh, J. 
M. Bloodworth of St. Louis and F. D. 
Buser of Philadelphia, all made valuable 
contributions to the program. Mr. 
Bloodworth worked out the program of 
an actual family in terms of age, income, 
stvle o fliving and insurance protection. 
Mr. Buser spoke on the use of term in 
surance, but urged that it be used only 
as a temporary service, to be converted 
Into permanent insurance at some defi 
nite time in the future. 


Using Non-Medical 


Secretary R. FP. 


use 


Tull opened the dis- 
Cussion on non-medical insurance and 
reported that there was a very small 
number of cases where it was found that 


the company had to examine in connec- 
tion with this business. The company 
has been writing the plan only a short 
time but, he said, there was every indi- 
cation that it was to be a success. The 
non-medical plan in its application to 
different communities was discussed by 
several speakers. Paul M. Simms. of 
Hope, Ark., produced thirty-six appli- 
cations in one week under the plan from 
rural communities, most of which, he 
said, would have been impossible had 
medical examinations been required. T. 
A. Murrell, manager at Louisville, told 
of the experience of his staff which had 
been very satisfactory. He stressed the 
advantages of the non-medical plan in 
the rural districts where the necessity of 
a medical examination is often a hard 
ship. W. HH. Callahan of Hartford, 
touched on the use of the non-medical 
plan in the city and he found that the 
time saving factor alone was important 
and a substantial asset. 

Fred W. Heron, assistant manager of 
agencies on the Pacifie Coast said: “To 
whatever the prospect may say, such as: 
“Tam busy”; “Got all the insurance | 
want”; “Can't pay for any more”; “I 
am putting my money in other things,” 
ete, ete, to any of these simply reply, 
“Do you ever expect to be poor?” or, 
“Are you married?” Suppose to the last 
question the prospect replies, “Yes,” 
Then ask, “Have you any children?” If 
the reply is “Yes,” then is the time to 
shoot over a hard one. (Now note how 
] am going to get a complete change of 
mind.) Look the prospect 
the eye and ask him. “What 
thing that money will not buy for your 
children?” He will hear you, even il 
he does not understand what you mean. 
You will note that the question asked 
eliminates the money thought of life in 
surance that was formerly in his mind. 
You have given him a complete diver 
sion of thought. Then tell him that the 
most valuable thing in the world for his 
children is a “mother’s care,” and that 
you want to show him a plan whereby 
he can arrange, if anything should hap 
pen to him, an income for ten or fifteen 
vears to the mother, which will free her 
from having to work, and her time can 
therefore be spent with and on his chil 
dren.” 

Among others who 
program were Second Vice-President 
Frank H. Sykes, C. M. Hunsicker, John 
A. Houston of Spokane, Carroll H. Jone S 
of Columbia, Russell ¢ 
peka. and many others. The playlet 
“The Heart of the Estate” was put on 
and there were numerous entertainment 
features 


straight in 
is the one 


featured on the 


. Grimes of To 


also. 


SHOWING PROGRESS 


Mervin L. Lane Agency of Equitable 
Society Doubles Office Space; 
Features Telephone Canvass 


Due to the consistent expansion of his 
agency, Mervin L. Lane, Equitable Lite 
Insurance Society manager in’ New 
Yor, doubled his aecommadations 
at 1140 Broadway, now occupying 2,500 
square feet. In training new agents Mr. 
Lane uses the telephone canvass entirely, 
providing for their use a telephone 
switchboard with fifteen trunk lines and 
fifty extensions. There 
consultation rooms, 


has 


are also three 
two private offices and a reception room. 
Mr. Lane was made an Equitable mana 
ger this summer, 


fifty agent's desks, 








INDUS 
are up-to-date in eve t. 

ORDINARY POLICIES cates valuable 
PERMANENT DISABILITY CLAUSES 
are guaranteed hy State Endorsement. 


BASIL S. WALSH, President 
JOSEPH L. DURKIN. Secreta: 








HOME LIFE INSURANCE COMPANY of AMERICA 


INCORPORATED 1899 
PROTECTS THE ENTIRE FAMILY 
ine Compeny issues all modern forms of policy contracts from BIRTH to 60 years next 


TRIAL POLICIES are in FULL IMMEDIATE BENEFIT from date of issue and 


SPECIAL DISABILITY and TOTAL AND 
and DOUBLE INDEMNITY. FEATURES, and 


A HOME LIFE POLICY BRIN 
PEACE OF MIND TO THE 
MAN WHO LOVES HIS FAMILY 


R. YLE 
_INDEPENDENCE SQUARE PRYAN KYLE, Mate Direct 


P. J. CUNNINGHAM, Vice-President 
JOHN J. GALLAGHER, Treasurer 





PHILADELPHIA, PA. 

















—means more 
than cash 


N its early days LIFE INSUR- 

ANCE was recognized as some- 
thing that would have an important 
economic bearing on future genera- 
tions. The very first report issued by 
the New York Insurance Department 
in 1861, speaking of the amount of in- 
surance in force, said: 


“The consolidation of society ts 
increased and the state strength- 
ened by thus linking us more 
intimately and indissolubly with 


the present and succeeding gen- 
erations.” 


Then the total amount of life insur- 
ance in force in the United States was 
$185,466,591.07. Now it 
$65,000,000,000. 


is about 


But there is a greater thing—good 
health. 


Since the Metropolitan began its 
campaign for better health, there has 
been a decline in the mortality rate 
among Industrial policyholders of 31.1 
per cent in fourteen years. 


Good health means more for “present 
and succeeding generations” than cash. 


Every policy helps. 


METROPOLITAN LIFE 
INSURANCE COMPANY 


HOME OFFICE 
1 Madison Avenue, New York City 
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Selection Methods 
Used in Clark Agency 
HOW NEW MEN ARE TRAINED 


Paul F. Clark Head of John Hancock 
Agency in Boston Describes Train- 
ing Plans in Use There 


plan ot 
agency 
Agency ol 


The training methods and 
selecting new members of the 
staff of the Paul F. Clark 
the John Hancock Mutual Life in Bos 
ton, are explained by Mr. Clark and F. T. 
Babst, supervisor ot the agency in an 
mstructive article in the current 
“Quarterly Review" of the Life Insur 
ance Sales Bureau. The sys- 
tem is explained as follows: 

The desirability and 


, - | 
Research 


necessity of a 


systematic training for a new agent has 
lately become almost universally recog 
nized. Such a system of training assures 


understand 
fundamentals in this 
yreat business of it precludes the 
possibility of a great deal of repetition 
and wasted effort; and it adds to the 
general efficiency of all parties con- 
cerned, The haphazard methods of train 
ing formerly employed by agency heads 
generally consisted of extemporancous 
talks with a new agent—delivered with 
at least insufficient preparation and little 
attempt at thoroughness. No longer is 
the new agent handed a rate-book, given 
a pat on the back and a 

supplemented by an occasional fatherly 
talk by the general agent—and then left 
to dig out his knowledge through study 
and bitter experience. The modern agent 
is equipped with at least a fundamental 
knowledge of the principles of Life 
Underwriting. 

The thoroughness of the training will, 
of course depend upon the facilities avail 
able to the school. The ability to 
assimilate the training given will depend 
entirely upon the degree of purpose and 
the mental caliber of the individual 
student 

Here a new agent understands at the 
start that he is expected to buy a 
specified list) of which are pur- 
chased for him by the agency, and tor 
which he pays upon his admission. The 
list in use at the present time follows: 

Life Insurance—S. S. Heubner. 

What Life Insurance Is and 
Wilham Alexander 

Life Underwriting as a C 
ward \ W oods. 

Selling Life ‘Insurance 
enson 

Meeting 


son 


a complete explanation and 
ing of at least the 
ours, 


“God bless-you” 


books 


Does 


Ed- 


areer 


John A. Stev- 


Objections—John A. Steven- 


Psychology of Selling Life Insurance 
E. K. Strong, Jr 

Analyzing Life Situations for Insurance 
Needs—Griftin M Lovelace. 

House of Protection—Griffin 
lace 

It is not 
selection 


Love- 
argued that this is the best 
which could possibly be made 
from all of the many fine texts which 
are published, but it happens to be the 


list around which our training course is 


drawn, and it composes an ideal founda 
tion for an insurance library for any 
man who intends to make this a life 
business. 


is held as often as 
agents warrants; 
training course 15S 


The training course 
the number of new 
that is to say, the 
never given to a closs of less than six 
new agents. It is not difficult at any 
time to anticipate in advance approxi- 
mately when the next course can be 
scheduled. Efficiency alone demands that 
a new agent should not enter the or- 


avent could have 














92.4% 












of the new business is- 
sued by The Northwest- 
ern Mutual Life Insurance Company in 1924 
was upon applications of members previously 
insured in the Company. 


Once a Policyholder— 
Always a Prospect 
The a a 


Salil WAU AUKE res 


‘TO pRoTec s 


The 
Northwestern Mutual Life Insurance Co. 


Milwaukee, Wisconsin 
W. D. Van Dyke, President 


Nt 
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ganization until the beginning of a train- 


ing course, but many experts contend, 
and probably wisely, that the average 
man can better assimilate the theory 
served to him in a training course if he 


has had some prior experience in the 
field. In fact, we wish it were at all 
times possible in this agency to make 


some whereby the new 
a period of at least three 
months practical field work before enter- 


arrangement 


ing the course It is therefore not a 
rule that a man must postpone his com- 
ing until the next course is scheduled, 


although he generally understands that, 
other things being equal, he will be more 
welcome at that time. The course in 
use at this time covers a total period of 
three weeks—one full week and two half 
weeks. In the final two weeks the 
course is scheduled on alternate days. 
Thus there is an intensive training on 
the fundamentals during the first week, 
after which an agent is equipped with 
enough knowledge of the business to 
vo out on alternate days on actual 
in the field under a supervisor's direc- 
tion. In this way he is better able to 
assimilate the theoretical training offered 
in the course. 


Cases 


The course covers three main subjects 

the Technique, the Functions, and the 
selling of Life Insurance, and is drawn 
up in the form of a series of hourly 
lectures alternating with hourly assigned 
study periods. A study period refers 
definitely to the subject matter of the 
lecture which will follow, and the lecture 
is assigned wherever possible to that 
executive who seems best qualified to 


tal upon the particular subject of the 
hour. The lectures and studies are drawn 
so as to retain the interest of the agent 
by alternating the nature of the subject 
matter in the three classes—at the same 
time carrying through a chronological 
development. On Saturday of each week 


a written examination is given. This is 
on the study material chiefly, since a 
lecturer can hold the attention of his 


listeners, but a man will not always study 
the assignments unless he knows he will 
be checked up by examination at the 
end of the week. 
In this agency, 
directly responsible 


two supervisors are 
for the training of 


a new agent. One supervisor is respon- 
sible for the carrying out of the course 
itself—the delivery of lectures, the super- 


vision of the study periods, the handling 
of examinations, and the general detail 
involved in the functioning of such a 
course. The other supervisor is respon- 
sible for the practical training of the 
new.agent in field work—supervising the 
drawing up of prospect lists, handling all 
methods, and actually soliciting with 
him in the field. 

An example of one 
follows: 

9.00-10.00-—Study 
Life Insurance 
W oods—Life 


pages 25-45. 


Case 


day's schedule 
Stevenson— Selling 
-pages 1-20. Study — 
Underwriting as a Career 


10.00-11.00 — Lecture — Life Insurance 
Salesmanship—Paul F. Clark. 
11.00-12.00—Study—Huebner—Life In- 


surance—pages 131-150. 
1.00-2.00 Lecture — The Elements 
Entering Into the Rate—Frank T. Bobst. 


2.00-3.00—Study—Huebner—Life Insur- 
ance—pages 3-35. 

3.00-4.00- 
Insurance 


Lecture—Functions of 
Earl G. Manning. 

4.00-5.00—Study — Stevenson — Selling 
Life Insurance—pages 35-71. 

It is here keealy appreciated that one 
of the most serious problems confront- 
ing an agency in initiating a new man 
to the business is how best to aid Mr, 


Life 


New-Man to find himself. It is recog- 
nized that practically every new man, 
for a certain period of time, is to a 


varying degree groping through a haze 
in his new environment. The surround- 
ings, the associates, and the = subject 
inatter are all entirely new to him. Some 
men can more easily adapt themselves 
than others. As a rule the new man 
should be treated with the utmost con- 
sideration, with a constant effort to en- 
courage his confidence. Every possible 
chance should be granted him to reach 
the light through answering his ques- 
tions, and attempting to ascertain his 
point of view first. 

In this relation a group of this agen- 
y, known as “The Old Guard” and con- 
sisting of old timers who have served 
their apprenticeship, have taken upon 
themselves the duty of individually tak- 
ing a personal interest in the conduct of 
a new man’s affairs—preferably in a per- 
sonal and social way at the start—thereby 
encouraging his confidence on matters 
which would not normally reach the at- 


tention of an executive. Thus, Mr. 
New-Man who has recently had two 
cases declined, whose wife has been 


sick, and who admits he does not know 
much about the business anyway, prob- 
ably will confide his troubles to his new 
found friend of “The Old Guard,” Mr. 
Old-Timer. Mr. Old-Timer, who has 
been over the hurdles himself, will prob- 
ably know the right things to say in 
order to bring Mr. New-Man to his feet 
with a smile. Otherwise what would 
have happened? Probably Mr. New- 
Man, with all his troubles, would have 
found that Mr. Lazy-Bones, who is a 
newer and less successful member of 
the agency, had plenty of time and inclin- 
ation to listen to his confidences and 
agree with him that. it certainly is "s 
miserable business to be in. 

What has been the result in this agen- 
cy since the institution of a definite 
selective and training system? It is per- 
haps too soon after the installation of 
this system to make a complete report, 
but it is sufficient to say that in about 
one year’s time the agency turn-over 
has been reduced by about two-thirds, 
and approximately three times the num- 
ber of new agents have joined the or- 
ganization, received its training, and 
been placed on a productive basis. For 
the first six months of 1925, the organi- 
zation has approximately four times the 
number of agents on a $200,000 basis 
than it had for the corresponding period 
of 1924. 

It is possible that all of these results 
cannot be attributed to the above fac- 
tors, but at least these factors had a big 
share in the making for efficiency which 
permitted the executive staff to devote 
its valuable time to other productive 
uses, 


BANKERS LIFE BUSINESS 


During the first nine months of this 
year, salesmen of the Bankers Life 
wrote a total of 6,000 applications for 


life insurance on the lives of old policy: 
holders of the company. <A _ total of 
$25,047,995, or more than 19 per cent of 
the total of new life insurance written 
by the field force for the period, was in- 
volved. 
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Class Spirit Factor 
In Handling Alumni 


MASS PSYCHOLOGY EFFECTIVE 


James E. Kavanagh Tells Best Methods 
of Writing Graduates for Benefit of 
Colleges 
There are in the United States over 
789 colleges and universities, practically 
all of them in need of money, said James 
FE. Kavanagh, second vice-president of 
the Metropolitan Life in discussing in- 
suring of students and alumni for the 
benefit of the alma mater. One-half of 
the total educational bills of these col- 
leges is met by the students. The other 
half is provided for by governments, 
philanthropists and friends. There is, 
therefore, an ever present problem con- 
fronting the managements of these uni- 
versities year after year as to ways and 
means of securing practically 50 per cent. 

of their budget. 

If it is possible to devise some method 
by means of which the graduating stu- 
dents can later on reimburse, in whole 
or in part, colleges, a considerable relief 
will be afforded the trustees and man- 
agement who yearly spend much of their 
tine and thought on the matter of fi- 
nance, This time and thought might be 
concentrated on the real purpose of the 
colleges—namely, the matters of educa- 
tion. 

First of all, students may be willing 
to have their lives insured in favor of the 
college, leaving the college to pay the 
premiums. Second, Alumni of a univer- 
sity may be canvassed with a view to 
having them individually pay premiums 
on policies, uniform in size, on the En- 
dowment Plan, in favor of the college. 
Third, Graduating Classes may be so or- 
ganized and the class spirit played up to 
in such a manner, that practically all 
of them may be willing to take out En- 
dowment Insurance, payable to their 
college. 

As to the first of these three methods, 
a Roman Catholic institution, at Valley- 
field, Quebec, that in 1900 took out $100,- 
OO) of insurance on the Twenty Year En- 
dowment Plan, on twenty of its students 
for $5,000 each. By 1920 the college had 
drawn down a total of $105,722, $90,000 of 
it being matured endowments, $10,000 
death claims and over $5,000 of divi- 
dends. Here was a case where the col- 
lege itself financed the payment of these 
premiums, just as a thrifty individual 
would undetake to provide a Twenty 
Year Endowment policy for the benefit 
of himself or family. The second method 
that in which an effort is made to reach 
all the alumni of a university, has been 
tried in several with rather in- 
different success. 

It’s Class Spirit That Counts 


In. the case of one of the colleges 
where there were about 4,000 scattered 


cases, 
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MEETING CONTINGENCIES WITH 5%: An attorney 


with ideas of his own called upon us to deliver a policy for 
$8,621 payable to his year old son, in the event of his death, as 


follows: 
$40 a month 
$50-a month 
$60 a month 
$75 a month 
$80 a month 


The 


until age 8 
until age 10 
until age 14 « 
until age 18 
until age 22 


contract was delivered promptly through 


—Organized Service— 


The Keane-Patterson Agency 


Massachusetts Mutual L 


ife Insurance Company 


Pennsylvania Butiding, 225 West 34th Street, New York City 


DONALD C. KEANE, General Agent 


LLOYD PATTERSON, Associate 


Telephone, Chickering 2384-7 


alumni, the campaign resulted in secur- 
ing about 250 signatures for less than 
$70,000. The campaign was designed to 
bring about One Million Dollars of En- 
dowment insurance. A Pacific Coast col- 
lege secured the support of 88 alumni 
out of 1,100. In another case, a grad- 
uating class that had been out of col- 
lege five years was thoroughly canvassed. 
with the result that over half the mem- 
bership signed up. The results in each 
of these cases were disappointing and out 
of all proportion to the efforts and time 
spent on the campaign. On those cases 
where Mr. Kavanagh had been able to 
get records where graduating classes 
have been organized before the students 
left the colleges, the success seems to 
have been much more marked. 

In the case of ten colleges and twenty- 
two gratuating classes, representing four 
thousand students, where they have 
taken out over a million and a quarter 
dollars of insurance, nearly all was on 
the Twenty Year Endowment Plan. In 
every case, well over 75 per cent of 
the students participated. The _ first 
record of these twenty-two graduating 
classes dates back to 1916—the others in 
increasing numbers since that date. Of 
the 4,097 policies originally issued, there 
remain today 3,947 in force—a lapse ratio 
of a little less than three per cent. A 
very small ratio indeed! Of course it 
must be remembered that there is still in- 
sufficient evidence to definitely fix a 
lapse ratio, because only eight of these 
twenty-two cases have as yet been 
through two or more renewals. 

It is the class spirit that wins, said 
Mr. Kavanagh, class pride and the close- 
up view of the Alma Mater and_ her 
requirements that provide the pull or 
supply the urge necessary to get this 
almost one hundred per cent co-opera- 
tion. 

More and more there seem-to be evi- 
dences of deterniined effort on the part 
of universities and the alumni to cement 
the students of each year into a united 


family. When a young man known to 
be a college graduate from a certain uni- 
versity is interviewed, almost the first 
question asked him by another college 
graduate is, not, “What did you Study?” 
“What did you specialize in?” “What 
did you learn?” But “What Class were 
you in?” 

Where classes are highly organized 
active secretaries are maintained and an- 
nual gatherings take place back at the 
Alma Mater. Very definite efforts to get 
one hundred per cent. representation at 
the fifth, tenth, twentieth and twenty- 
fifth anniversaries prevail. 

The class is constantly being urged to 
lo something for its college. It rarely 
‘appens that these classes, particularly 
ry the time the twentieth anniversary 
comes around, fail to make a very definite 
contribution in the shape of money, 
buildings or grounds to the institution 
that helped them secure their higher edu- 
cation, 

Here is something that the Life In- 
surance agent can utilize to the advan- 
tage of the institution, and incidentally 
increase his own self-respect as a con- 
structive citizen in a community, by 
helping in the matter of higher educa- 
tion, with possibly only slight considera- 
tion for compensation for the work in 
volved. 


How Business Is Handled 


As to the first method, that of in- 
fluencing a Board of Trustees or Presi- 
dent of a College to undertake through 
their financial machinery to make the 
payment for Endowment policies for the 
students, no special advice need be given, 
said Mr. Kavanagh. It is doubtful if this 
is at all ever likely to be a prolific field 
for the securing of insurance contracts 
for the benefit of colleges. Obviously, it 
does not very directly relieve the man- 
agement from the stress involved in 
securing the finances to meet the prem 
iums year by year. 

As to the manner in which the alumni 


or a aniversity may be approached, the 
method used in two cases may be of in- 
terest In one case, there were 700 mem- 
bers oi a class which was graduated five 
years ‘before, and in another 4,000 
alumm—young and old, some of whom 
were graduates and some of whom had 
never graduated. These men and women 
were located all over the United States 
and Canada. The problem was to get in 
touch with these people promptly and 
forcefully. Mass psychology was applied. 
A definite date on which applications 
were to be signed all over the country 
was designated well in advance. Weekly 
preparatory letters were mailed serially 
to each prospect before the sign-up day. 
In one case, these letters were sent over 
the signature of the President of the 
Class Gift Committee, pointing out to 
each of the 700 members that arrange- 
ments had been made with a well known 
Life Insurance company whereby a $250 
Twenty Year Endowment policy in favor 
of the college might be had, without the 
necessity of a medical examination. All 
that would be required would be the 
payment of the annual premium of ap- 
proximately $11.00. This could be done. 
either directly through a representative 
of the insurance company or through the 
secretary of the class. Not only was 
the date fixed, but a definite hour was 
agreed upon. In one case, two o’clock 
in the afternoon was __ established. 
Promptly at that hour, representatives of 
the insurance company waited upon the 
alumni in their various home towns. 
Many were urged to sign their applica- 
tions promptly at the same hour—two 
o'clock. Hundreds responded. The class 
committee had in this case been fortunate 
in sending out a type of literature which 
was appealing. This culminated in the 
sending out of a doggerel poem, de- 
scriptive of the efforts they had made 
to bring about this endowment for their 
Alma Mater. 

The alumni were not to take the mat- 
ter too seriously. There was a spirit of 
levity about the matter, and yet enough 
result in definite action 

thus far been followed by 
such as intimated earlier in 


seriousness to 
which has 
renewals, 
my talk. 

A similar program was pursued for 
the 4,000 alumni of another institution. 
Hundreds of them were waited upon at 
the same hour and same day, but with 
much less success. There was not the 
class spirit; there was not the tie-up to 
the institution that had been so carefully 
eagendered in the class; there was not 
the same psychology to work on. 

These experiments when contrasted 
with the success that has attended the 
efforts to have students while in college 
in their graduating year give applications 
for insurance in favor of their college, 
seem to point clearly to the life under- 
writers, the method which is most likely 
to s! cceed. 

There is usually a Class Gift Com- 
mittee in every Senior Class. The grad- 
uates want to do something for their 
college. Most of them cannot afford to 
do much financially, but they can rea- 

(Continued on page 12) 
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The year 1925 marks the seventy-fourth anniversary of the 
Massachusetts Mutual Life Insurance Company. Ever since 1851 
this Company has furnished unexcelled life insurance protection 
at a low net cost and has maintained its record of unswerving 
loyalty to its policyholders. The years have brought wonderful 
growth and prosperity. To-day, as in the past, the whole per- 
sonnel of the Company is imbued with the spirit of service, a 
| spirit that permeates the entire activity of the organization. 


JOSEPH C. BEHAN, Superintendent of Agencies 


Massachusetts Mutual Life Insurance Company 


SPRINGFIELD, MASSACHUSETTS 
Organized 1851 
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grasp you by the hand? 





What Are You Looking For? 


Are you waiting for a General Agency opening—a 
‘remunerative connection with some reliable, old, legal- 
reserve life insurance company—to come along and 


An Eastern Mutual Life Insurance Company—not the 
best, but one of the best—needs an Agency Manager 
for its Omaha, Nebraska, office. 
tunity for the man qualified to fill the vacancy. 


Address, confidentially, “HUDSON,” care of this paper. 


It is a genuine oppor- 
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Manning’s Success in 
Direct Mail Campaigns 
HEARS FROM 3,100 OUT OF 4,000 


Impresses Insurance Ad Men With His 
Quick Results From a “Million 
Dollar” Sales Letter 

Earl Manning, general agent of the 
John Hancock Mutual Life in Boston, 
held the attention of the insurance ad 
men convening in Boston last week with 
his description of a business insurance 
campaign which has netted him over 
three million dollars of business. Taking 
a list of 4,000 men, rated in Dun’s at over 
$10,000, Mr. Manning sent 500 of them a 
preliminary letter inviting them to write 
for his book, “A Properly Anticipated 
vent.” In the first mail he received 
eighty-five replies. “Frankly,” said Mr. 
Manning, “I was in a fix. Only one man 
in my agency could have handled such 
leads. This shows the very vital need for 
men of ability. 

“We had so many replies that we 
could not get to them fast enough. One 
man came back and told me he had lost 
a $50,000 twenty payment life case simply 
because the prospect had waited until 
out of patience and then given the busi- 
ness to his marine broker.” 

His “Million Dollar Letter” 

The letter which caused such a stir 
Mr. Manning has called his “million dol- 
lar letter.” In it he says, 

The company has reserved for each 
of a select list of (name of city) busi 
ness houses a copy of the book entitled, 
“A Properly Anticipated Event.” 

In the last few weeks hundreds of con- 
cerns have requested and received copies. 
We have found that it covers a subject 
to which they had been giving much 
thought. 

What is perhaps the most interesting 
feature is that this book contains a copy 
of a business will that actually has func- 
tioned. Its purpose is to show, as well, 
the way in which the good-will of a con- 
cern, built up in most instances through 
the constructive ability of one or two 
members, may be protected. 

The greatest asset of any firm is the 
brains and experience of its members. 
This, the most important of all, is often- 
times the only asset that remains un- 
insured. 

All these matters are dealt with in a 
helpful, time-conserving manner in the 
book mentioned above. May we send it 
to you, without any obligation on your 
part? It is our earnest desire to be of 
real service to you. 

As a result of his campaign Mr. Man- 
ning sees the greatest need for business 
insurance among small corporations. He 
took 1,000 names rated in Dun’s from 
$25,000 to $100,000, sending out at the 
rate of five letters a day. He planned 
to follow up every one of them no mat- 
ter whether they answered the letter or 
not. It is his feeling that better results 
can be obtained from direct mail starting 
with a small appropriation and increas- 
ing it gradually, rather than to launch 
forth in a national advertising cam- 
paign. His results well justify his efforts 
since 3,100 out of 4,000 men have sent in 
replies. 

In the life group session Mr. Manning 
continued with some of his experiences 
in a campaign for personal insurance. He 
said that 33 men in his agency had sent 
out 5,147 letters which resulted in a total 
business from all sources of $1,575,500. 
He traces $452,000 of this business di- 
rectly to his campaign. A total of $750 
was spent at the rate of 15 cents per 
letter, the expense of which was borne 
by him and Paul Clark, his partner. Mr. 
Manning: figured that each letter was 
worth $1.25 of first year’s premiums. 

Agents Must Follow Up Leads 

Shooting his points straight from the 
shoulder, Mr. Manning then described 
his distribution of leads to agents. “We 
give each agent 100 names for three con- 
secutive months. He must notify his 
supervisor of the ones he calls on and 
if he gets $250 to $500 net premiums in- 
side of three months, he gets 100 more 
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in all sales endeavor is based upon a 
knowledge of salesmanship and a 
mastery of its details 
our Educational Course, built upon a 
broad experience in life insurance and 
sales education, we are able to train 
men and women for greater success 
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letters. If he doesn’t get $250 he only 
gets 50 letters. Obtaining less in pre- 
miums than that amount, he must pay 
15 cents each for the price of each let- 
ter.” Mr. Manning said that a letter was 
just a call; not only does he get satis- 
factory returns on the direct mail ad- 
vertising he does but he hears from 
other general agents in Boston that they 
are cashing in on his circularizing. 


Insuring Alumni 
(Continued from page 11) 
sonably contribute toward the payment 


of a $250 Twenty Year Endowment con- 
tract. The premiums may be paid to the 


secretary of the class, but usually are 
remitted direct to the insurance com- 
pany. The ‘insurance company, with 
its agency points scattered all over the 
country, can promtply effect the col- 
lecting of premiums year by year. There 
should be arrangements made so that 
any payments not made on due date 
could be promptly reported by the in- 
suring company to the secretary of the 
class. He can them make an appeal, and 
if need be, pay the premium from the 
class funds. By co-operation of this 
kind, low lapse ratios have thus far 
been maintained in the few years dur- 
ing which this line of business has been 
in force. 
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Group Insurance Contacts 


Soliciting Group insurance gives con- 
tacts with men of many varied life in- 


surance needs. 


After the Group contract is written 
come exceptional opportunities to sell 
individual life insurance both for busi- 
ness and family protection. 


The agent selected by the manage- 
ment to insure the entire organization 
enjoys a valuable prestige among all its 


members. 


For “Guide to Selling Group Insur- 
ance” send to Connecticut General Life 
Insurance Company, Hartford, Conn. 
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Young Florida Agent 
Memorizes Birthdays 


QUICK SUCCESS IN FIRST YEAR 





A. R. Cassidy, Age 21, Demonstrate; 
Opportunity for Youngster in Life 
Insurance 





Recently there has been a large num. | 


ber of young men who have made a 
quick success in life insurance. One of 
the most interesting of these is Archi- 
bald R. Cassidy, who represents the 
Equitable Life Assurance Society in 
Sarasota, Florida, a town embracing 
about 12,000 people. Mr. Cassidy, only 
21 years of age, is known as the “birth- 
day kid” in Sarasota, as he has made 
a specialty of memorizing the birthdays 
of all of his policyholders and prospects 
and when he meets Brown on the street, 
says, “Your birthday is on Friday, Mr, 


Brown; just want to wish you many | 
In addition | 
he follows up all birthdays with a per- | 


happy returns of the day.” 


sonal greeting card. 
How He Entered Life Insurance 

In October, 1922, Frank L. Lane, son 
of Manager Louis Lane, of the Equitable 
in New York sold Mr. Cassidy a five 
thousand dollar policy. In January, 1924 
he resold him and after the sale was 
completed they started to compare the 
life insurance business with the auto- 
mobile business, which at that time, was 
Mr. Cassidy’s occupation. Seeing the 
chance for more rapid advancement in 
life insuranace, Mr. Cassidy signed up 
with the Louis Lane Agency on January 
21, 1924. He attended the Equitable's 
Life Insurance School during the month 
of February, and between February Ist 
and July Ist, 1924 he sold fifty-five 
thousand dollars(?) of insurance. In 
July his mother was taken ill in her 
home at Sarasota, Florida, and Mr. Cas- 
sidy was called south. He continued the 
life insurance business down south, and 
by the time 1924 rolled out he had paid 
$296,500 with premiums of $7,279. 

To date he has paid for slightly less 
than five hundred thousand, and has over 
three hundred thousand “in the mill’ 
In the past two months he has written 
more than two hundred thousand. Dur- 
ing the last fifteen days of September, 
Mr. Cassidy wrote eight applications 
—(signed and examined)—and in one 
day, obtained a fifty, a twenty and a five 
signed binding receipt collected, and 
examined. 

He recently closed a man for $100,000 
who had told him that he did not believe 
in insurance, but preferred to invest in 
mortgages. Mr. Cassidy saw little hope 
of selling him since he had provided for 
his wife in his wilt by means of bonds 
in the form of a trust fund. It is Mr. 
Cassidy’s ambition to write over a million 
in 1926. 





MAKE MANAGER BENEFICIARY 





Eight Associates of L. B. Van da Linda, 
of St. Louis, Take Out $10,000 
Each As Tribute 
Eight associates of General Agent 
Lloyd B. Van da Linda, of the St. Louis 
agency of the New England Mutual 
Life, recently insured their lives for 
$10,000 each naming Mr. Van da Linda 
as beneficiary. This seems to be the 
first tribute of the kind paid to a man- 

ager by his associates. 

The idea originated with Stanley B. 
Oakes. As Mr. Van da Linda will be 
compensated only through the volume 
of business delivered during the, suc- 
ceeding five years in return for his ef- 
fort to develop salesmen, it was acknowl- 
edged that a premature death of one of 
more of his associates would mean @ 
definite loss, not only of anticipated 
earning power, but a loss in time taken 
to train new associates. 

Those who took out policies were the 
following: Ralph B. Campbell, George 
T. Compton, William E. Glogau, Lansden 
McCandless, Arch, E. DeBow, Stanley 
B. Oakes, Tohn A. Patterson and Wil 
liam C. Rogers. 
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Holcombe to Prepare 
House Organ Survey 


TALKS TO AD ~ MEN AT BOSTON 
Direct Mail Featured at Group Sessions; 
Warm Discussions on Idea “Lifting” 
and “Contact” Campaigns 
A good part of the insurance adver- 
tising sessions last week at Boston was 
devoted to group meetings, life, fire and 
casualty men meeting at the same time 
in the John Hancock Life building to 
informally discuss promotion methods. 
Direct mail advertising was in the lime- 
light, with the interest in it heightened 
by the views of such leaders as Earl 
G. Manning of Boston; John Marshall 
Holcombe, Jr., manager, Life Insurance 


Sales Research Bureau; Leon Soper, 
Phoneix Mutual, and John W. Long- 
necker, Hartford Fire. 


After hearing from Mr. Holcombe, the 
life group asked if he would prepare a 
survey on house organs which he agreed 
to have ready for them in a few months. 
Mr. Holcombe told of a survey on cir- 
cularizing which the Life Insurance Re- 
search Bureau prepared a few years ago 
and it was suggested that this report 
be brought up-to-date. Methods in use 
in direct mail advertising from forty 
companies were divided into three classes 
by the bureau when it made its investi- 
gation. Mr. Holcombe found that there 
was a definite need of organization to 
carry on this work, no definite follow- 
up plans being 1 in use. The gener ral agent 
as a factor in the company’s plan had 
been overlooked. The question arose— 
how do you know if the plan is adapted 
to the company’s needs? Is that plan 
followed; what is the company’s invest- 
ment in the plan? Further, what is the re- 
turns on the plan and how are your re- 
turns figured out? The question of where 
the mailing piece originates is another 
problem worth studying, as well as the 
problem of determining the pulling value 
of different letters. 

Above all, Mr. Holcombe placed em- 
phasis on the opinion of Homer J. Buck- 
ley of Chicago that sales letters of a 
number of different companies showed 
a similarity of ideas. In the discussion 
that followed the life group did not think 


that such “lifting” of ideas was done 
with the expressed intention of steal- 
ing another man’s material. They felt, 


however, that it might be a good idea 
for each company with distinctive sales 
letters to copyright the material used 
and thus avoid any possible duplication 
or misunderstanding. 


Get the Executives Interested 

Interest was keen on the question, 
“Are we really adding to our overhead 
expense by starting direct mail cam- 
paigns?” Such campaigns, it was decided 
are indispensable contact-getters and 
yield a handsome return on the money 
invested “But before direct mail can 
be adopted by a company, the approval 
of its executives must be obtained.” This 
was Earl G. Manning’s suggestion and it 
hits home. 

Leon Soper, Phoenix Mutual, sees di- 
rect mail advertising as having a tre- 
mendous effect on life insurance, as it 
helps the new agent to make contacts 
and aids the public to view life in- 
surance intelligently. Mr. Soper has had 
good results from the use of the “con- 
tact” letter. He said, “Given 100 men 
who are suspects’ to life insurance, this 


type of letter will return 25 or 30 per 
cent. prospects. At the same time it 
paves the way to the other 75 per cent. 
who do not respond.” Continuing, Mr. 
Soper said, “We will pay for $10,000,060 
of life insurance this year as a direct 
result of this ‘contact’ advertising.” Al- 
though the “pre-approach” type of letter 
more readily adapts itself to the com- 
pany’s national advertising, Mr. Soper 
does not see how the Phoenix Mutual 
can dispense right now with its “contact” 
advertising which has been in use for the 
past fiifteen years. 





STATE VICE-PRESIDENTS 





American Life Convention Selects Its 
State Vice-Presidents for 
Coming Year 
The executive committee of the Amer- 


ican Life Convention has selected the 
state vice-presidents to serve for the 
coming year, those so honored being 
the following: 


Alabama—William D. Jelks, president, 
Protective Life, Birmingham. 
Arkansas—J. H. Thach, vice-president, 


Home Life, Fordyce. 

California—Gordon Thomson,  vice- 
president, West Coast Life, San Fran- 
cisco. 

Colorado—Robert Brown, secretary 
and general manager, American Life, 
Denver. 

Connecticut—William Brosmith, vice- 


president and general counsel, Travelers 
Insurance Company, Hartford. 

District of Columbia—William Mont- 
gomery, president, Acacia Mutual Life, 
Washington. 

Idaho—Howard J. Brace, assistant 
agency director, Idaho State Life, Boise. 

Illinois—Emmet C. May, president, 
Peoria Life, Peoria. 

Indiana—Frank P. 
Indianapolis Life, Indianapolis. 

Iowa—Jay G. Sigmund, vice-president, 
Cedar Rapids Life, Cedar Rapids. 


Manly, 


president, 


Kansas—J. HH. Edwards, president, 
Kansas Life, Topeka. 
Kentucky—W. W. Moore, vice-presi- 


Louisville. 

Ellis, presi- 
New Orleans. 
Maginnis, president, 
Assurance Corpora- 


dent, Inter-Southern Life, 
Louisiana—Crawford H. 
dent, Pan-American Life, 
Maryland—J. C. 
Eureka- Maryland 
tion, Baltimore. 
Michigan—J. J. Mooney, 
Michigan Mutual Life, Detroit. 
Minnesota—E. W. Randall, president, 
Minnesota Mutual Life, St. Paul. 
Mississippi—C. W. Welty, vice-presi- 
dent, Lamar Life, Jackson. 
Missouri—W. T. Grant, president, 
3usiness Men’s Assurance, Kansas City. 
Montana—H. R. Cunningham, vice- 
president, Montana Life, Helena. 
Nebraska—F. J. Uehling. president, 
North American National, Omaha. 
New Hampshire—Robert J. Merrill, 
vice-president, United Life & Accident 
Insurance Company, Concord. 
New Mexico—George Roslineton, vice- 


president, 


president. Occidental Life, Albuquerque. 
New York—T. Louis Hansen, vice- 
president, Guardian Life, New York 
Citv. 

North Carolina—Charles W. Gold, 
treasurer, Jefferson Standard _ Life, 
Greensboro. 

North Dakota—F. L. Conklin, secre- 
tarv. Provident Life, Bismarck. 


Ohio—Tohn M. Sarver, president, Ohio 
State Life, Columbus. 


Oklahoma—FEdwin Starkey, vice-presi- 





Policies backed by one of the v 





The Columbian National Life Insurance Company 
BOSTON, MASSACHUSETTS 
ARTHUR E. CHILDS, President 
Columbian National Agents can offer the best in 


LIFE, ACCIDENT and HEALTH INSURANCE 


Columbian National Policies make selling easier. 


very strongest companies in the country, having am: 
capital, surplus and highest standard of reserves. - 
Exceptional opportunity is offered to salesmen of 

character and ability. Communicate at once with 

Agency Department, 77 Franklin Street, Boston. 








dent, Mid-Continent Life, Oklahoma 
City. 
Oregon—C. S. Samuel, general man- 


ager, Oregon Life, Portland. 
Pennsylvania—John C. Hill, 

Standard Life, Pittsburgh. 
South Carolina—C. O. Milford, presi- 


president, 


dent, Southeastern Life, Greenville. 
South Dakota—F. L. Bramble, secre- 
tary, Midland National Life, Watertown. 


Tennessee—P. M. Estes, general coun- 
sel, Life & Casualty Insurance Company, 
Nashville, 

Texas—Tom Poynor, 
Southern Union Life, Ft. 

Utah—J. O. Carter, 


vice-president, 
Worth. 


president, Inter- 


Mountain Life, Salt Lake City. 
Virginia—E. Strudwick, Jr., vice- 
president, Atlantic Life, Richmond. 


Washington—Edward J. O’Shea, vice- 
president, New World Life, Spokane. 

West Virginia—E. C. Milair, vice- 
president and secretary, George Wash- 
ington Life, Charleston 

Wisconsin—George A. Boissard, presi- 
dent, National Guardian Life, Madison. 





NEED OF MAKING WILLS 


Edward A. Waals: Sage Rich Reward 
Awaits Those Underwriters Who 
Take Advantage of Situation 


Edward A. Woods, of Pittsburgh, says 
that a great opportunity is open to the 
life underwriters of the country and a 
rich reward awaits them in cooperating 
with trust companies. He says: 

That cooperation offers a wonderful 
opportunity to serve the public, Life In- 
surance Companies and Trust Companies 
by directing attention to the urgent 
need of making wills, provision for the 
creation or conservation of estates and 
the protection of existing insurance 
against shrinkage by being used to pay 
debts and administration costs. There 
are millions of Americans who never 
have made but should make wills, nam- 
ing competent executors, preferably 
Trust Companies. 

The vast majority of decedents who 
leave estates do not provide sufficient 
ready cash to their executors. The total 
shrinkage of estates each year exceeds 
by many millions all Life Insurance 
death claims paid. Most Americans now 
carrying Life Insurance undoubtedly 
consider that at their death this insur- 
ance will go to their beneficiaries clear. 
It would be startling to most of them to 
learn what shrinkages occur in every 
estate and that Life Insurance payable 
to widows or children is frequently used 
to cover such depreciation. 

Recently a large Life Insurance 
Agency wrote 1,235 applications for $4,- 
070,445 in one day based, largely, on the 
appeal of a “clean-up” policy included 
in which total were 134 policies taken by 
an already well-insured group on their 
own lives. This indicate that a rich re- 
ward awaits those underwriters and 
Trust companies that carry this message 
to the public. It also offers a solution 


to state problems in the form of Life 
Insurance coverage. Calling attention 
to the cash needs for estate purposes 


should result in million of new policies 
placed by underwriters and hundreds of 
millions of dollars of trusts turned over 
for Trust Company management. 





HONOR FRANK H. DAVIS 
The field organization of the Equitable 
Life Assurance Society set October 20 
as “Frank H. Davis Day” in honor of 
the vice-president of the society and on 
that one day a total of 1,235 applications 
were written for a total of $4,070,445. 










OPPORTUNITY 


for 


a good life insurance per- 
sonal producer to prove 
his ability as an agency 
builder in one of several 
sections of Greater New 
York, or in Westchester 
County. Personal produc- 
tion absolutely necessary 
during first year in addi- 
tion to agency building. All 
correspondence STRICT- 


LY CONFIDENTIAL. 
Give age, life insurance 


record and other particulars 
in first letter. 


Box 1024 
The Eastern Underwriter 
86 Fulton Street New York 
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THE UNITED STATES LIFE INSURANCE COMPANY 


IN THE CITY OF NEW YORK 
NON-PARTICIPATING POLICIES ONLY 
_ Over 70 Years of Service to Policyholders 


Good territory for personal producers, under direct contract. 
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This newspaper is owned and is pub 
lished every Iriday by The Eastern Un- 
lerwriter Comp ny, a New York corpora- 
tion, office and place of business, %6 
Fulton Street, New York City. Clarence 
fa.nan, President and = I[:ditor; W. L. 


Hacle 
E-dian 


les Ne 


Secretary and Bus:ness Manager: 
Associate Iditor; 
Iiditor The ad 


office of this 


Beek- 


Eager. 
Philb, As 
dress of the 
newspaper 


2076 


so.1atle 
officers is the 
Telephone — number 
mian 

Subscription Price $3.00 a year. Single 
Canadian 
should be 
mutside of 
should he 
Entered as 


1907, 


copies 25 cents subscriptions 
added Othe 


$1.50 for 


$1.00 for postage 
Canada 
added. 

second class 


Post Office 
of March 3, 


ountries 
Snctnoe 
matter April 
of New York 
1879, 


at the 
vder the act 


\ DINNER 
Charles I 
the 


TO HUGHES 


Hughes is “in right” with 
the 


great 


most of people of country who 


are “in right :” ic leaders of in 


dustry, law, finance. He is 
New York City 


guests shows 


commerce, 
dinner in 
the 


to be given a 
list of 


the 


and a 


soon 


them to be outstanding leaders of 


the city 


Qi) particular significance to the in 
the list of 
dinner the 
and Frederick H. 
Metropolitan Life; 
the New 


mere 


surance fraternity is that in 
behind the 
Haley 
the 
Kingsley of 
the 


Hughes 


those who are 


are 
names ot liske 


Feeker of and 


York 


mention 


Darwin P 
Life. \ 
ot thre 
the 
depths 


decade 


ARO 


name of 


Was enough to 


stir insurance world to its innermost 
the 
Committee 


New York 


investigation of insurance 


Pacing up and down room 


where the Armstrong 


the 


Was 
holding hearings for leg 
islature in an 


company operations and insurance com 


pany contracts he staged an inquisitorial 
exhibition which for a time delivered a 


terrific blow to life insurance production. 


Many regarded him at the time as the 
arch enemy of insurance. Never was 
there such a pitiless cross-examiner. It 
all resulted in a new code of insurance 
In:ws in this state. 


and the 
community 
With 
stepping 
great 
chief 


Years went by the 


became 


feelings of 
insurance gradually 
the insurance in- 
stone Mr. 


heights. He 


less rumpled. 


quiry as a Hughes 
climbed t 


became 
governor, justice 


Court, sec retary of state—was even nom 


inated for President and would have 


won had he not been drawn into an in- 
ternal political fight in one of the states 
through no fault of his own. His private 
practice began to include insurance com- 
panies the present time he 
Only a few weeks ago 
organizations of life under- 
Writers in this state passed a joint reso- 
lution giving that they 
fight if any attempt were made 

the 
the 
and 


and at has 


such retainers 


the various 
warning would 
have 
legislature 
insurance 
his 


tamper with a section of 
which Mr. Hughes 


associates drafted and had en- 


code 


of the Supreme 


WRITER understands that this distinguish- 
ed lawyer is being groomed for the pres- 


idential race 
. FIRE MARKS 
For many decades British insurance 
companies placed metal fire marks on 
buildings they insured and = such= signs 
are still to be found on some historical 


baiktngs throughout the continent, but 
these fre marks are now growing so 
arce thet high prices are being offered 


for them by collectors \ British insur 


ance min in discussing this subject said 
recently 

“Hire marks are held in high re: pect 
on he Cont-nent. Jreland has boen de 
peted. None is to be hed in o land 
and those in Engiand are mostly in the 
po.sesscon of museums and public co! 


lec tions.’ 


CALLS WOOD FIREPROOF 


Discussing fire risks in the commercial 


section of London, an insurance inspec 
tor recently gave his vote for wood 
against stone and concrete—that is, if 
the right sort of wood is used. Oak, 
he said, when charred on the surface 
ceased to be dangerous, but the safest 
of all lumbers was Lombardy poplar, 
which refused to burn at all. The most 


fireproof building he knew was one tim- 


bered entirely with this wood, but the 
cost for general use is prohibitive and 
the supply inadequate. There is alwavs 


a fly in the amber! 


Richard Haughton, of Philadelphia 
insurance firm of Stokes, Packard, 
Haughton & Smith, has acquired an old 
New England manor house at New 
London, Conn., erected for his great- 
grandfather in 1785, and long known as 


the Richards mansion. 

Mr. Haughton recently heard that the 
property on which the Colonial dwell- 
ing stood had been sold and that the 
walls of the old homestead were to be 
razed for a garage, says the “U. S. 
Review.” Having acquired it, Mr. 
Haughton will have parts of the old 


building dismantled and shipped to Paoli, 
in the Philadelphia suburbs, where he 
is erecting a country home, to be com- 
pleted next spring. The Colonial relic 
will be rebuilt as an addition to the 
property. 

He also 


place 


acquired the original fire- 
tiles in an old dwelling at New 
London, on ground adjoining that of the 
Richards 
to this 


which 
trom 


mansion, 
country 


were shipped 
England in 1736. 


Allen E. BroSmith, of the 
partment of the Travelers, at Hartford, 
and son of William BroSmith, vice-pres- 
ident and general counsel of the Trav- 
clers, last week married Miss G. Cor- 
neau in Conn. 


legal de- 


Norwich, 


Clarence W. Hobbs, former 
conimissioner of 
liaison officer 
Council of 
and the 
vention, 


York 


insurance 
Massachusetts, and now 
between the National 
Workmen's Compensation 
insurance commissioner’s con- 
has been admitted to the New 
Bar Association. 


J. Ross Moore, manager of the East- 
ern Automobile Underwriters Confer- 
ence, who has been seriously ill at his 
home in Brooklyn for several weeks, is 
now reported to be recovering satis- 
factroily. Mr. Moore was first. taken 
ill with an attack of influenza which was 
followed by spinal meningitis and_ still 


later by neuritis. He is still confined to 
bed and is no texpected back at. his 
desk at 1 Liberty Street until after 


December 1. 




















ALICE EE. ROCHE 

Miss Alice E. Roche, 
speakers at the Insurance Advertising 
Conference last week at Boston, is man- 
ager of the service department of the 
Louis I. Paret Agency, Provident Mu- 
tual Life at Camden, N. J. She joined 
the agency about five years ago as sec- 
retary to Mr. Paret, and for the past 
two years has had charge of the direct 
mail advertising and sales ideas used in 
the development of business. Miss Roche 
is a college graduate and a gifted and in- 
telligent speaker. 

x * x 


Gertrude V. Cope, formerly a staff 
member of the Walter V. Davidson Cor- 
poration, New York, and who before her 
connection with that corporation did 
valuable work for the Phoenix Mutual 
in the development of a scientific sys- 
tem of selecting salesmen, preparation of 
branch manager’s manual and_ investi- 
gational and research work relative to 
the buyers of life insurance and methods 
of life underwriters, is now a_ student 
of Oxford University. Miss Cope is a 
vraduate of the University of Michigan 
where she specialized in business admin- 
istration and took an insurance course. 
She had twelve years’ experience with 
three companies—the American Life of 
Detroit, Occidental Life of Los Angeles 


one of the 


and the Phoenix Mutual. The Oxford 
college being attended by Miss Cope is 
Somerville. 

% se. ok 


Spencer Welton, vice president of the 
Fidelity & Deposit Company, recently 
wrote a story entitled, “I Never Met 
A Lemon,” which was printed by THe 
EASTERN’ UNpERWRITER. This story has 
attracted wide attention, has been quoted 
a great deal, and has also been used as 
a text at banquets and meetings by some 
other insurance men. Mr. Welton, by 
the way, recently addressed agents’ as- 
sociations in Mississippi and Indiana 
and was at the Tennessee agents’ meet- 
ing this week. He will visit New Or- 
leans, Houston, Dallas and Oklahoma 
City before returning to Baltimore. 

* * x 


Mr. and Mrs. John Edgar Ahern an- 
nounce the arrival of John Edgar Ahern, 
Jr. Mr. Ahern is secretary in charge of 
the accident and health department of 
the Travelers. 


* * 


A. F. Lafrentz, vice-president and 
comptroller, American Surety, has been 
appointed chairman of the casualty and 
surety division in the American Red 
Cross annual rolt call. 

















MANSUR B. OAKES 


Mansur B. Oakes, president of the In- 
surance Research & Review Service, In- 
dianapolis, which digests sales ideas, 
speeches, pep talks, policy plans and 
other data for busy insurance men, was 
one of the reporters at the recent insur- 
ance advertising conference in Boston. 
He hears as many speeches as any man 
in America and has yet to register his 
first emotion of boredom. Recently, he 
made a clever move by which the Na- 
tional Association of Life Underwriters 
is co-operating with him in the distribu- 
tion of one of the Oakes’ services. 

x ok x 

Joseph Hadley, European manager of 
the Fireman’s Fund at London, recently 
visited San Francisco. His visit was 
in connection with marine insurance and 
it was his first visit therein seventeen 
years. Mr. Hadley’s connection with the 
Fireman’s Fund goes back to 1896 when 
he was the first Manager of its own 
Atlantic Marine Department in New 
York, then as now, located at 72 Beaver 
Street. The Marine Department was, 
however, represented on the Atlantic 
Coast as early as 1868 by the firm of 
Lawson and Walker under a joint ar- 
rangement between the Fireman’s Fund, 
the Union Insurance Company of San 
Francisco and the Occidental Insurance 
Company of San Francisco, the combin- 
ation being called the California In- 
surance Union. Lawson and Walker de- 
veloped a very active marine business 
far surpassing in volume the Eastern 
fire business of the Fireman’s Fund. 
After the Chicago fire, however, the 
Occidental failed, and after the Boston 
fire the Union withdrew from the Fast 
entirely, consequently Atlantic 
Marine agency was closed; Lawson and 
Walker remaining merely as Marine 
settling agents for the Fireman's Fund 
at New York. The next development 
was the appointment of Mr. Hadley, 
who, after eight years in New York, 
went to London in his present capacity 
and was succeeded in 1904 by F. Herr- 
mann and Company who became joimt 
marine managers for the [Firemans 
Fund, the United States branch of the; 
Manheim of Germany, the Union Marine 
of Liverpool and the Columbia of New 
Jersey. The war put an end to the Herr- 
mann connection and the marine’ busi- 
ness of the Atlantic Coast was then 
placed under the management of F. H. 
and C. R. Osborn, who were succeeded 
in January 1922, by the present man- 
ager, Charles R. Page, who returned to 
the Fireman’s Fund after serving during 
the war as Commissioner of the U. S. 
Shipping Board and Trustee of the 


Emergency Fleet Corporatiori. 
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FIRE INSURANCE 





U & O Policy An 
Actual Loss Contract 


PAPER OF LAURENCE E. FALLS 


American Insurance Co.’s Superintend- 
ent of Agents Addresses Under- 
writers Club of Philadelphia 
Laurence E. Falls, superintendent of 
agents of the American of Newark, dis- 
cussed use and occupancy at the banquet 
of the Underwriters Club of Philadelphia 
a few nights ago. He traced the reason 

for its popularity, saying in part: 

“You have observed among retailers 
their disinclination to purchase large 
quantities of stock at one time.  Be- 
cause of the increased transportation 
facilities which this country offers, they 
are able to replenish their stocks as 
certain lines become depleted through 
sales, sufficiently quickly to supply the 
demand. You have seen the manufact- 
urer, taking his cue from the sales, has 
ceased to manufacture his product in 
large quantities in advance of sales, ex- 
eept in a few specialized businesses with 
which we will deal a little later. 

“With the increase in efficient machin- 
ery for the manufacture of so many 
of our products it has been possible to 
produce a large quantity of merchandise 
in a comparatively small building and 
with a minimum outlay for machinery 
and equipment, all of which leads us to 
the observation that the value invested 
in building, machinery and equipment 
bears a smaller and smaller ratio to the 
value of the product manufactured with- 
in a year, which places a higher valua- 
tion to the producer—the manufacturer 

likewise and in the same manner, to 
the retailer, upon his net profits and 
fixed expenses, whether he be the sole 
owner of the business, mercantile or 
manufacturing, or whether he have out- 
siders’ invested capital therein. 

“Because of the different operations of 
a business, both mercantile and manu- 
facturing, it has been necessary, to have 
other than a straight one-three hundred 
day form, and so now there is in com- 
mon use the straight Use and Occu- 
pancy form, the seasonal form miscalled 
a fluctuating form, the latter on two 
bases, a per diem limit of indemnity and 
a weekly or monthly limit of indemnity. 

“We have in prospect a third, or co- 
insurance form—there is a great need 
for that form, and we might as well 
graciously accord it to those businesses 
which need that form of policy,” he 
said. 

“Only one in a hundred Use and Oc- 
cupancy risks can be properly and 
fair.y covered under a straight Use and 
Occupaney form of policy. 


The Seasonal Fo:m 


“There is the seasonal form, which 
provides an unlevel table of indemnity 
rates limiting, in certain seasons of the 
year, the amount of indemnity the as- 
sured may receive to a greater sum than 
in othcr seasons. For example, take the 
MWanteacturers in the dry goods business. 
It is recognized that these gentlemen 
stay open through the months of June, 
July and August ‘For fun.’ Therefore, 
the limit of our indemnity must be that 
portion of their fixed expenses which 
they would lose if their businesses were 
totally interrupted by fire or other in- 
sured hazard under the Use and Occu- 
pancy policy. If the fixed expenses of 
on goods store in Philadelphia are 
$490 a day throughout the year, and the 
&Toss income in July is $250 per day, 
and they are closed down for a month, 
totally, by fire and are insured under a 


Use and Occupancy policy, obviously the 
difference between $250 and $450 is a loss 
due to the ebb tide of their business. 
The store owner would have a loss of 
$200 in any event. By reason of the 
fire this store’s loss by the total inter- 
ruption of the business is $250 a day, 
and that must be the limit of indemnity 
provided in our contract. In the month 
of September, when school opens, that 
merchant finds his gross receipts in- 
creasing,—he breaks even, or makes a 
little profit. Therefore, under the sea- 
sonal form we increase the limit for any 
day in the month of September. In 
November his net proceeds assume a 
more favorable proportion, and in 
December this merchant, on the aver- 
age, whose fixed expenses were $450 a 
day will make nine hundred, a thousand, 
fifteen hundred, two thousand dollars 
net profit per day, and obviously the 
week preceding Christmas will be the 
one in which the highest limit of in- 
demnity should be provided because he 
stands to lose more money if his busi- 
ness be interrupted by the insured haz- 
ard during that week. 

“T believe it sounds that,—having paid 
a premium for a sufficient amount of in- 
surance to cover the insured value, and 
having suffered a given amount of ac- 
tual loss, not exceeding that amount of 
procured insurance, the insured should 
be indemnified for his actual loss. Cases 
frequently arise under either of these 
forms where that is not possible if the 
form is technically applied in the loss 
adjustment. Almost without exception 
the courts have ruled against us where 
we have attempted technically to con- 
strue our Use and Occupancy policy 
form, which is, or should be, sufficient 
indication to us that it needs improve- 
ment. In every instance the Use and 
Occupancy policy is an actual loss con- 
tract. I am speaking now of the stock 
companies alone. A few of our friends 
among the Mutuals are so optimistic as 
to believe, still crediting human nature 
with being one hundred per cent. honest, 
that they can issue a valued Use and 
Occupancy policy, agreeing for a total 
day’s shut-down, or a week’s shut-down, 
to pay the insured a given, prescribed 
amount of indemnity regardless of 
whether his business suffered that loss. 

‘That places a premium upon crooked 
losses. 

“Each stock fire company — policy 
should be written under the rules and 
I believe all stock fire underwriters are 
sane enough to issue only actual loss 
contracts and not to indemnify the in- 
sured for more than he actually suffers 
in a loss by the occurrence insured 
against. 

Loss of Fixed Expenses 


“In addition to the net profits which 
this contract seeks to insure, it under 
takes to indemnify the insured for the 
loss of his fixed expenses. Among these 
items we find, first, the interest on his 
business indebtedness, the interest on 
bonds, on preferred stock, or borrowed 
money under notes, and if a business, 
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mercantile or manufacturing, pays 
twelve thousand dollars a year that 
twelve thousand dollars would be paid 
regardless of whether the plant turns a 
wheel or the store sells a bill of goods. 
That is a fixed expense. The contract 
ual obligations of every sort pertaining 
to the business, whether for advertising 
expense, legal retainer fees, superintend- 
ents or other valued employees under 
contract, constitute a disbursement 
when the plant or store be shut down by 
fire. With your permission [ shall al 
lude to Use and Occupancy insurance 
against the hazard of fire only because, 
although the insuring clause is different 
under the terms of the contract, the in 
surable value and loss possibilities are 
identical whether you insure against 


fire, riot and civil commotion, tornado, 


sprinkler leakage, fly wheel or other 
insurable hazard. 


“We find other items of fixed expense 


not so readily explainable. The item of 


heat and light is frequently a moot point. 
lf the plant be shut down partly it may 
be necessary for the assured to continue 
his expense for heat and light until re- 
pairs have been completed. 


Rents 


“Rents is a subject which has to be 
discussed and decided at the same time 
of considering the individual risk. If, by 
the terms of the lease, it is cancelled in 
the event of fire, obviously there will be 
no expense for rent to the insured if 
the building he occupies is destroyed by 
fire—so exclude it. And that brings us 
to a much fairer and much easier method 
of calculating the amount of Use and 
Occupancy insurance to carry on most 
risks. Instead of adding to the net 
profits the items of known fixed expense 
which will be a burden upon the busi- 
ness in the event of fire, let us take 
the gross income and pick out thére- 
from the avoidable items of expense. 
It is much easier, even from his books, 
for a well organized executive to cal 
culate his Use and Occupancy value 
under the latter method and produces 
this desirable feature. It se’dom results 
in under--nsurance. If an error is made 
it is an error in excluding an item oj 
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Use and Occupancy value rather than 
including sufficient items to cover the 
loss. It bas that distinct advantage. 

“We issue policies against the time 
required to replace building, machinery 
and equipment, or building, machinery, 
equipment and stock. In many juris 
dictions the rate for the latter is higher, 
and we frequently find it unnecessary to 
charge the increased rate, because the 
business does not need the protection 
unless it might be longer delayed in 
rehabilitation by the procuring of suffi 
cient stock to carry on again. 


Assured May Lease Building or Rent It 


“It is not necessary that the assured 
own Ins building, the machinery and 
equipment, or the stock, to properly have 
an imsurable Use and Occupancy value. 
He may lease the building, or rent. it. 
He may lease or rent all or some part 
of his machinery. The stock may be on 
consignment, but the profits to be de 
rived from the operation of this business 
are the insurable value. So, to follow 
the language of the New York standard 
policy, revised to fit Pennsylvania, the 
subject of insurance—not the building, 
machinery and equipment, nor the 
stock, but the fixed expenses and net 
profits, are the subject of insurance un 
der this contract. 


Stocks 


“Ii we include a manufacturer’s stock 
that term contemplates that amount of 
raw stock on hand at the time of the 
fire, and if our contract including stock 
replacement, suffers a loss and the raw 
stock on hand at the time of the fire 
would operate the plant for a week 
only, and it takes three times that long 
to restore the building and machinery, 
no coyerage is had by reason of the 
stock replacement being included. it 
would take longer to replace the other 
properties. If, however, it takes “a 
month to replace the building and equip 
ment and a week subsequent to that 
to get sufficient raw stock to again 
operate, we owe for the five weeks 
indemnity under our contract; one 
menth to replace the building and ma- 
ch nery’ and equipment and on: w .ék 
to r place this stock, because the rai 
stock on hand, as we stated in ou 
example, was sufficient only to have 
operated the plant for a week. 

“We find in most mercantile occu 
paicies that it is not nec¢ssary to in- 
clude stock replacement unless th: 
merchant-has stocks of goods obtained 
from abroad or from widely’ scattered 
points, and he believes it wiil take 
months to replace. Obviously, when 
you find a mercantile risk of that kind 
it should be underwritten with care. 

“The period of replacemert is the 
limit of loss duration without regard to 
the expiration of the policy so long #s 
the fire occurs between the inception 
and expiration dates of the contraet. 
The period of replacement may extend 
months beyond. 

“We find, as our experience accu- 
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mulates in Use and Occupancy insur- 
ance, that there has taken twelve, four- 
teen and fourteen and a half months 
to replace an ordinary five-story brick 
joist building with some rather small 
equipment therein, so that we have been 
obliged to revamp some of our notions 
of underwriting our Use and Occupancy 
lines, and that must, sooner or later, 
affect the rates charged for Use and 
Occupancy. 

Recalling that the subject of this 
policy is net profits and fixed expenses, 
it is neither necessary nor proper to 
insert a mortgage clause in the Use 
and Occupancy policy for the reason 
that we almost never find the net profits 
of an enterprise subject to mortgage. 
Should we find such a case, a loss pay- 
able clause should be used rather than 
the full contribution mortgage clause, 
which imposes obligations that can 
scarcely be complied with. 


Co-Insurance 


Co-insurance has not been applicable 
to Use and Occupancy heretofore be- 
cause the form as prepared required the 
insured to carry an amount of insur- 
ance equal to his one year’s net profits, 
and fixed expenses, in order to collect 
all his losses whether those losses were 
for a short or for a long time and 
whether they be for total or partial 
suspension of his business. 

| should like to discuss the possibilities 
of the co-insurance form of policy with 
out either examining or criticizing any 
of those forms that have been offered. 
If we imposed upon the insured the 
obligation of insuring all his net profits 
and fixed expenses for a period of a 
year and based our rate thereon, it 
would be only necessary that we remove 
from our present forms every reference 
to a limit of indemnity and_ substitute 
in its stead a clause which might read 
after this fashion: 

“The limit of liability to this company 


under this policy shall not exceed such portion 
of the actual loss sustained as the amount of 


this policy bears to one year’s total net profits 
and fixed expenses which would have been 
earned except for the fire, due regard being 
given to the experience before the fire and 
the probable experience thereafter.’ 

“You will recognize that language as 
being the English average clause, and in 
line with the wording of our co-insur- 
ance reduced rate average clause. It 
seems to me that that will impose no 
increased hardship upon any under- 
writing scheme. It permits the full, 
complete protection of the actual loss 
which may be sustained by the insured. 

“Properly it should carry a higher rate 
than our present form, particularly if 
we place an eighty per cent clause in 
the form, or any per cent less than one 
hundred, and the question of what that 
rate shall be must be carefully studied. 


Contributing U. & O. 


“There is another form of Use and 
Occupancy insurance heretofore not so 
widely written, but coming into greater 
prominence because of the constantly 
increasing transportation facilities. We 
find certain automobiles, among other 
articles of merchandise, made up partly, 
or sometimes entirely, of assembled 
products manufactured at widely scat- 
tered plants. If one of these contribut- 
ing plants be destroyed by fire it may 
interrupt the production of the auto- 
mobile plant, and we, therefore, issue to 
this manufacturer a contributing Use 
and Occupancy policy which guarantees 
him his net profits and fixed expenses 
against the possibility of destruction by 
fire of these widely scattered contribut- 
ing plants. I have in mind one manu 
facturer who makes at his plant no 
part of his automobile. He gathers up 
these parts making up the completed 
automobile from some eighty different 
contributing plants. His is a contribut- 
ing Use and Occupancy value and as 
such it is now insured.” 


Plan your work and work your plan.— 
“Building a Business.” 
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O. J. PRIOR, President 








INCORPORATED 1868 


The Standard Fire Insurance Co. 


OF NEW JERSEY 
TRENTON, N. J. 


W. M. CROZER, Secretary 








Fun-Loving Ad Men 
Hold Annual Burlesque 


PREDICTION 


DIRE FOR 1965 


Social Feature of Boston Conference; 
Star Acts by Mcllvaine, Little, 
Paret, Sullivan and Soper 


An entertainment of distinction and 
originality was put on by the Insurance 
Soston last 
as a windup to their annual fail 
meeting. Edward L. Sulivan, “Insurance 
Field,’ chairman of the entertainment 
committee, was in his liveliest mood, be- 
ing assisted by Thomas Mcllvaine, Jr., 
of the public relations committee, Na- 
tional Board; W. L. Hadley, Tie East- 


Advertising Conference at 
week 


ERN UNpberwriter; Luther B. Little, 
Metropolitan Life;,; Louis Paret, gen- 
eral agent, Provident Mutual in New 


Jersey, and Leon Soper, Phoenix Mutual. 

After a dinner which was enlivened by 
singing and jollification, Chairman Sulli- 
van presented the first stunt which was 
an “address” by a prominent fire insur- 
ance executive who preferred to remain 
incognito. The scene showed Thomas 
Mcllvaine disguised by a huge mustache, 
flowing tie and the ultra-dignified dress 
of days gone by. With full apprecia- 
tion of his role, Mr. McIlvaine kept the 
ad people laughing as he delivered his 


oration on insurance advertising. One 
big laugh came when he said, “I have 
the honor of serving for my company 
as the official damper, so to speak, and 
I believe I can state with due modesty, 
that I have succeeded in killing a great 
many proposals of my advertising col- 
league that .were too—let us say— 
original and revolutionary. I can assure 
you that they have never been done be- 
fore, which naturally damned _ them. 
Though it ill becomes me, I may say, too, 
that I have promoted a number of ex- 
tremely profitable testimonial months, 
One, for example, commemorated the oc- 
casion when our dear president was con- 
fined to his bed with pernicious, gallop- 
ing dandruff and the other when the di- 
rectors gave me the salary increase they 
had promised some seven years.” 
Another highlight of the entertainment 
was the impersonation of an East Side 
life insurance agent by Louis Paret, 
Provident Mutual general agent for New 
Jersey. Mr. Paret depicted the agent in 
the role of absolutely refusing to accept 
a $25,000 policy from an anxious, perspir- 
ing prospect. “Yes, believe me, ABSO- 
LUTELY.” He appears in a_ Hester 
Street derby, pushed low over his ears, 
and a heavy, shabby overcoat. The stunt 
made a hit because it registered a life 
insurance sale in the reverse; the pros- 
pect being the party anxious to “close,” 
not the agent. Luther B. Little, Metro- 
politan Life, was good as the prospect. 
(Continued on page 35) 





LOYAL TO FRIENDS, AND TO LOYAL AGENTS, LOYAL 





Neal Bassett, President 
John Kay, Vice-Pres. and Treas. 
Waite Bliven, Vice-Pres. and West. Mgr. 


A. H. Hassinger, Secretary 
Wells T. Bassett, Secretary 


FIREMEN’S 


INSURANCE CoO. 
of Newark, N. J. 


Organized 1855 
Statement January 1, 193 


ASSETS AND LIABILITIES 


Capital .......$3,000,000.00 


Reserve Reinsur- 
ance Fund and 
Reserve for all 
other liabilities... 8,536,871.80 


Net Surplus.... 3,586,660.11 


Assets .......$15,123,531.91 


Policyholders’ Surplus 
$6,586,660.11 





Henry M. Gratz, President 
Neal Bassett, Vice-Pres. 
John Kay, Vice-Pres. and Treas. 
Waite Bliven, Vice-Pres. and West. Mgr. 
Davis G. Vaug Secretary 

. Hassinger, Secre 


Girard F.<M. 


INSURANCE CO. 
of Philadelphia 
Organized 1853 
Statement January 1, 1925 
ASSETS AND LIABILITIES 
Capital .......$1,000,000.00 
Reserve Reinsur- 
ance Fund and 


Reserve for all 
other liabilities. . 


Net Surplus. ... 


3,213,098.14 
1,260,934.06 


Assets ........$5,474,032.20 


Policyholders’ Surplus 
$2,260,934.06 














Neal Bassett, President 

John Kay, Vice-Pres. and Treas. 
Waite Bliven, Vice-Pres. and West. Mgr. 
John A. Snyder, Secretary 

A. H. Hassinger, Secretary 

Wells T. Bassett, Secretary 


MECHANICS 


INSURANCE CO. 
of Philadelphia 
Organized 1854 

Statement January 1, 1925 


ASSETS AND LIABILITIES 


Capital .......$ 600,000.00 


Reserve Reinsur- 
ance Fund and 
Reserve for all 
allother liabilities | 2,575,127.95 


Net Surplus.... 1,000,362.98 


Assets ........$4,175,490.93 


Policyholders’ Surplus 
$1,600,362.98 








H. M. Schmitt, President 

Neal Bassett, Vice-Pres. 

John Kay, Vice-Pres. and Treas. 

Waite Bliven, Vice-Pres. and West. Mgr. 
Thos. A. Hathaway, Secretary 

A. H. Hassinger, ae 

Wells T. Bassett, Secretary 


National 
Ben Franklin 


FIRE INSURANCE CO. 
of Pittsburgh, Pa. 
Organized 1866 
Statement January 1, 1925 
ASSETS AND LIABILITIES 
Capital .......$1,000,000.00 


Reserve Reinsur- 
ance Fund and 
Reserve for all 
other liabilities.. 


Net Surplus. ... 


3,751,385.75 
501,427.56 


Assets ........$5,252,813.31 


Policyholders’ Surplus 
$1,501,427.56 
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C. F. Shallcross Letter 


(Continued from page 1) 


sum, what shall be said of the colossal 
losses which creditors throughout the 
United States suffer from defaulting 
debtors, notwithstanding the ramifica- 
tions of highly organized wholesale and 
retail credit systems. 

To be of any value it would doubt- 
less be necessary that the application 
you have in mind and its answers should 
be incorporated in the policy as war- 
ranties and conditions (which would 
probably necessitate changes in certain 
standard forms of fire insurance policy), 
and even though a property owner might 
truthfully answer all questions in the 
fire insurance application blank you may 
have in mind, his financial condition and 
mental and moral outlook might well be 
so changed during the life of his one 
year or three or five year policy that 
he would later become an incendiary 
or connive at the burning of his property. 

There can be no doubt that, to a very 
great extent, fires are deliberately set 
to cover up the stealing of goods—a 
condition for which the person insured 
is not by any means always responsible 
and which would not be prevented by 
the prior filing of a signed application. 
These goods are frequently disposed of, 
as all know, through “fences” who may 
or may not be known to the police; 
and if such losses are included in your 
$220,000,000 it would have to be assumed 
that the fire insurance companies (not 
the police) are to blame for not pre- 
venting such thefts and such transac- 
tions. 


Why Are Questionable Losses Paid So 
Promptly? 


It has been estimated that rather less 
than % of 1% of all fire loss claims are 
resisted in the courts. If it be a fact 
that 40% of the fire loss is incendiary, 
do not you think the fire insurance 
companies may be more to blame for 
so promptly paying losses than for not 
obtaining signed applications which I 
venture to think, could at best only 
slightly reduce the 40% of incendiarism, 
if that is really the pitiful story? 

In your letter you say you have grave 
doubts that a signed application to be 
required of all assured would be prac- 
tical or that the insurance companies 
would all agree to it. Such would no 
doubt prove to be the case; but the 
property owners, the merchants, the 
manufacturers of every State should 
welcome a reduction in the fire waste 
because that would inevitably make for 
lower rates. If, therefore, they would 
support your theory they could cooper- 
ate in the passage of State laws making 
it a punishable offense for any person 
to take out fire insurance without first 
filing an application blank signed by 
him—not by anyone on his behalf unless 
legally his own and not the fire insur- 
ance company’s agent. Presumably, the 
law should prescribe in detail the word- 
ing of the application; make it a punish- 
able offense for any fire insurance com- 
pany to grant insurance coverage with- 
out first having received such legally 
signed application; require the attach- 
ment of a photostat copy of it to the 
fire insurance policy in the same way as 
many life insurance companies do the 
signed application blanks filled out by 
their assured, or require other reference 
to it in the fire insurance policy, and 
should make the statements it contains 
warranties and conditions of the policy. 
For many reasons nothing less than the 
foregoing would seem to be of any prac- 
tical value. Please understand that I do 





not advocate this myself but it would 
seem a good way—perhaps the only way 
—to test the value of your theory. 

It would not be a complete answer to 
your statement to point out that 
throughout the Middle West the use of 
signed applications is customary as a 
condition precedent to the issuance of 
fire insurance on farm property, and that 
nothwithstanding the fact that most 
such applications contain questions di- 
rectly or indirectly affecting the finan- 
cial condition of the applicant, enquiry 
whether he has ever had a loss by fire, 
etc., etc., there seems to be a great deal 
of incendiarism in connection with farm 
risks. 


Foreign Filing of Detailed “Fire Pro- 
posal” 


In some other countries the insured is 
sometimes required to file a detailed 
“fire proposal” on certain kinds of risks, 
such proposal being signed by himself 
or his authorized agent and containing 
a clause to this effect: 

“I do hereby declare that the above answers 
and statements are true, and that I have with- 
held no information whatever regarding this 
proposal. I agree that this Declaration and the 
answers above given shall be the basis of the 
contract between me and the Company, and 
I further agree to accept indemnity subject to 
the conditions in and endorsed on the Com- 
pany’s policies.” 

The policy will then contain a clause 
like this: 

“If there be any material misdescription of 
any of the property hereby insured, or of any 
building or place in which such property is con- 
tained, or any misrepresentation as to any fact 
material to be known for estimating the risk, 
or any omission to state such fact, the Company 
shall not be liable upon this policy so far as 
it relates to property affected by any such mis 
description, misrepresentation or omission.” 

For one reason or another the re- 
quiring of this signed “fire proposal” 
form seems to have largely fallen into 
disuse in foreign countries and the fire 
insurance companies rely there, as do 
most of us here, upon the local agents 
and field men to keep off the bad moral 
risks. Furthermore, in most of those 
countries a fire insurance policy once is- 
sued may be renewed for many years by 
a simple renewal receipt for which no 
further proposal form is required and in 
all of them business conditions are very 
different from what they are in the 
United States. 

The national wealth of the United 
States is said to be $400,000,000,000. Stock 
fire insurance companies are carrying 
about $116,000,000,000 of insurance. You 
advertise that the annual loss by incendi- 
arism is $220,000,000 which, if that were 
true, would be about one fifth of one 
per cent of the amount insured. The 
National Board of Fire Underwriters 
and other organizations supported by 
stock fire insurance companies are or- 
ganized to check incendiarism, to edu- 
cate the public regarding fire prevention 
and against that carelessness to which 
underwriters attribute more fire loss 
than to all other causes. combined. I 
venture to suggest that such organiza- 
tions are the mediums through which 
increasing effort can, in an orderly way, 
be directed against incendiarism; and 
that more harm than good will befall 
the fire insurance business through news- 
paper advertising which holds it up to 
public scorn and gives demagogues and 
self-seeking politicians an excuse for un- 
justified attacks. 

I do not advocate but, as an aid to 
underwriting, see no objection to signed 
applications if the practice of obtaining 
them should become general, though I 














NEWARK FIRE INSURANCE COMPANY 


Newark, N. J. 


Incorporated 1811 


A Company with a continuous 
and unblemished record of over a 
Century in protecting the interests 
of policyholders and agents. 


Agents Wanted Where Not 
Represented 














do not think they would stop incendi- 
arism or even check it to any marked 
degree. 


CHARLES PACKERT DIES 
Charles Packert, manager of the 
Perth Mutual Fire, died early this week 
at Stratford, Ontario. He was seventy- 
seven years of age and was chiefly in- 
strumental in the growth of the Perth 
Mutual. 





Reliable Connections 


WANTED 


American Equitable Assurance Company 
of New York 


Metropolitan Assurance Underwriters 
of New York 


New York Fire Insurance Company 
of New York 


Large Capacity on Fire, 
Tornado, Use and Occu- 
pancy and Allied Lines 


Losses Paid in Allied Companies 
Since Organization 


$24,580,518.90 ° 
APPLY TO 


HOME OFFICE 
92 WILLIAM ST., NEW YORK 





BROKERAGE DEPT. MOVES 

The brokerage service department of 
the National Liberty, Baltimore Amer- 
ican, and the People’s National in New 
York City, has moved to 21 Platt Street, 


and occupies ground floor offices at that 
address. 


Brevoort 


Madison Street, east of LaSalle 
CHICAGO 


DOWNTOWN, near 
principal stores, 
banks, business 
houses and theatres, 
the Brevoort is pre- 
eminent among Chi- 
cago hotels for qual- 
ity of service at 
moderate cost. 











E. N. Mathews, 
President. 


R. E. Kelliher, 
Manager. 











1871 


$1,000,000 Capital 





Fifty-four Years—Time Tested 


SUPERIOR 
FIRE INSURANCE COMPANY, . PITTSBURGH 


An American Company | 
that, by friendly co-operation and consistent and dependable 
service, has won a high place in the agency field. 


Total Assets $4,543,938 
Policyholders Surplus $1,752,288 
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Established 1860 Under the Laws of the State of New York 
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_—— Ad Sentenane 
Struck An Observer 


PROBLEMS 


SERIOUSLY STUDIED 


Wil See 
Advertising, 


Even Closer Link Be- 
Publicity 


Conference 


Future 


, tween and 


Production; 


Growing 


lo those connected with the business 


departments of the tradepapers of in 


surance who from time to time have 


occasion to sit in with the advertising 


and publicity department managers of 


fire, ui.e, Casualty and surety companies 
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W. WARREN ELLIS 


Commercial Union 


to discuss the serious matter of space 


in their respective publications, it is 


a real treat to see these various company 


personalities in action when they are 


away trom their desks and gathered in 


mass to discuss their respective prob 
lems 

One would searcely believe they were 
the same set of men, and that they have 
problems of their own is soon made ev 
ident when one is standing on the out 
side looking in as was this writer at 


Boston last week on the occasion of the 














GROVER F. MILLER 
Racine, Wis. 


fall meeting of the Insurance Advertis 


ing Conference. 
Organization Becoming More 
Important 


This organization is very rapidly be 
coming one of the most important func 


tioning bodies connected with the bus 
iness of insurance, and when the im 
portant work delegated to their hands 
is taken into consideration it is easy 


to see why this justly is so. 

Krom the beginning of insurance up to 
comparatively recent years there was 
litthe or no consideration given to the 
matter of public relations. There was 
little or no attention paid or thought 
viven to the education and training ol 
men who form the contact between the 
purchasers of insurance indemnity and 
those who furnish it, and it is asking 
too much that the problems which natur- 
ally confront the business of insurance, 
the accumulation of all these years, be 
solved speedily. 

That the advertising and publicity de 
partment men of insurance are tackling 
with vigor and determination the prob 
lem of having a better enlightened pub- 


lic and better equipped salesmen and 
saleswomen is driven home with force 
through the working out of the pro 


gram provided for their conferences. 
These men—the advertising and pub 











HARRY R. MESSINGER 
Everett, Mass. 


licity managers—of insurance. should be 
cneouraged by their respective compan- 
ives in the work they have at hand. They 
sheuld be. permitted to function unfet 
tered. They will make some mistakes, 
of course, but because of contact 
with the managerial forces of the busi 
ness it is not possible that mistakes they 
might make would result in any serious 
amount of damage. 

This group have literally their place 
in the sun to make, and they are going 
to proceed with due regard to the highly 
diversified task of pleasing their super- 
and with the same stroke of the 
pen and exposition of energy do some 
thing that will make for a_ better 
knowledge of the business of insurance 
in the minds of the general public and 
increase the value of the contact men 
of the business with the general public. 


ck sec 


1Ors 


Visualizes The Future 


Looking backward—of course, hind 
sight is always better than foresight- 
what a power this very Insurance Ad 
vertising Conference would have been 
today had its inception oceprred fifty 
vears ago, or even twenty-five years ago. 
Looking from the outside this. writer is 
visualizing the prominent place this con 
ference will have made for itself in the 
next twenty-five years, and it is my 
hope that it will be possible for me to 


es, 
—— 


sit in and through the deliberations of 
the conference at that time. 

I see a picture of the chairman as he 
raps his gavel when standing before apn 
audience of several thousand men and 
women drawn not only from the ranks 
of the departments which the advertising 
and publicity men represent, but from 
the executives of the companies, the 
fied men having underwriting contact 
with agents, agents of all classes of jp- 
surance and last but certainly not least 
delegations from general business asso- 
clations who are vitally interested and 
will have been enlightened sufficiently to 
inake it imperative that they sit in while 
the most vital questions affecting the 
conduct of this greatest business of mo- 
dern times it being discussed. 

















E. A. COLLINS, Natl. Surety Co. 
‘C. A. PALMER, Ins. Co. North Am. 


| have a picture of testimonials for 
those still living and memorials provided 
for those who have gone on to. their 
great reward who dared to think and 
almost force the necessity for setting up 
vigorous departments for adequately ad- 
vertising this many sided busiyess and 
the names of Longnecker, Palmer, Mil- 
ler, Brearley, Ellis, Little, Reddall, Soper, 
Collins, Putnam, Whitney, Taylor, Chap- 
man; Warner; Crosby; Elvins, Brock; 
litzpatrick, Dreher, Buckingham and 
numerous others will occupy prominent 
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C. S. S. MILLER, No. British. 
A. H. REDDALL, Equitable 





A. A, FISK, Prudential 
L. B. LITTLE, Metropolitan 








J: W. LONGNECKER, Hartford F. 
A. W. SPAULDING, Hartford F. 
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places in the hall of fame, of this organ- 
ization. 

Congratulations to you men and wo- 
men of the Insurance Advertising Con- 
ference for the achievements recorded 
through your deliberations to date. You 
may expect sympathetic treatment for 
anything which comes from your hands 
destined to bring into the full light of 
day and full understanding of a very in- 
adequately educated public and agency 
organization of the business of insur- 
ance. 

John Hancock Generosity 


It was a mighty generous action on the 
part of the management of the John 
Hancock Mutual Life to place at the 








JOHN BUCHANAN, Boston Globe 
H. H. PUTNAM, John Hancock 


disposal of the 
Conference the 


Insurance Advertising 
assembly room in the 
beautiful home office of that company; 
also, the three smaller rooms for the 
group meetings of the Conference. And 
what a fine welcome was given to the 
Conference by the very talented genial 
president of the John Hancock Mutual 
Life—Walton L. Crocker. There was a 
unanimous vote that the Conference had 
never been more finely 
occasion of any of its deliberations. 


Henry H. Putnam 


Perhaps the busiest man 


working in 
and around and about the 


Joston meet- 





treated on the 


ing of the Insurance Advertising Con- 
ference was Henry H. Putnam of the 
publicity department of the John Han- 
cock Mutual Life. He was at every- 
body’s beck and call and he was becked 
and called no little, and at no time was 
there any evidence of irritability. At 
the inception of the meeting he placed 
at the disposal of the members of the 
Conference the facilities of the publicity 
department of the John Hancock Mu- 
tual Life and the members of this de- 
partment very efficiently and graciously 
made the lot of the newspaper men cov- 
ering the conference much — easier 
through copying numerous’ addresses 
which had not been previously provided 
for the press. 


Holcombe Trophy Winner 


John W. Longnecker is considered 
somewhat in insurance circles as hard- 
boiled—devoid of emotion, except that 


emotion generated to drive home some- 
thing directly connected with his own 
activities as related to the publicity of 
the “Two Hartfords.” This writer has 
known Longnecker during his entire 
connection with the Hartford Fire and 
its running mate, The Hartford Accident 
& Indemnity, and in common with most 
everybody else had an unsatisfactory 
session with him in the early days. 

At this session Longnecker revealed 
himself to me as I now know him and 
as I have been pleased to know him in 
the interim. The picture at the 20th 
Century Club in Boston last week when 
for the Hartford Fire and the Hartford 
Accident & Indemnity, Longnecker 
was presented with the Holcombe tro- 
phy typifying the greatest contribution 
to insurance advertising during the past 
year showed Longnecker so filled with 
emotion resulting from happiness for 
having arrived at a goal he has been 
striving for for so many years, that he 
could scarcely speak. I can imagine with 
what pride he carried back to Hartford 
the trophy presented to his companies. 


Splendid Fire Section Meeting 


In an early report of the Boston Con- 
ference I stated that life insurance had 
appropriated a fine bunch of glory in 
the group meetings on account of the 
very studious, instructive sessions which 
were being held by that group; that they 
had sort of run away with things. I 
reiterate that the sessions of the life 
department of this Conference were the 
best I have ever seen and that they 


were just as good as stated, but I want 
to say right now that the round table 
session of the fire section on Tuesday 


when Harry R. 
Boston, Mass., 


Messinger of Everett and 
was being questioned on 


the importance of personal contact be- 
tween advertising managers and insur- 
ance agents and the public, that it was 
one of the most gripping sessions I have 
ever been in. 

It is a great pity that a stenographic 
report of that session was not had. Not 
all of what transpired could be reported 
in the business press, but certainly asa 
document for distribution to advertising 
managers of fire and casualty insurance 
companies, it would have been unbeat- 
able. 

Messinger is only a_ five 
agent; is a World War veteran still 
showing some of the scars received in 
that war. He was put into the business 
of insurance through some of his friends 
and he has made good. 

It is Sistioate’s idea that national 
advertising while resulting in some good 
to the local agent is not the best point 
of contact between the advertising man 
ager and the agent and the public. He 
believes that the agent is the main point 
of contact and that fire and casualty 
companies could with increased profit to 
themselves spend more money through 
the agents direct. 

Fire and casualty insurance companies 
should extend their advertising depart- 


year old 


ment very materially, he thinks. They 
should provide several special agents 
whose job it would be to bring 


the product of the 
ments of the various companies to the 
local agent,’ and then and there camp 
with the local agent and show him or her 
how to use it. Also, it is his idea that 
underwriting is one thing and produc 
tion of business is another and that the 
special agents from the underwriting 
departments of companies could not be 
expected to be double headed giants and 
thus serve two masters. 

Mr. Messinger was on the receiving 
end of a volley of questions from fifteen 
or twenty advertising men for more 
than two hours and to his credit it must 
be said that he did nobly in answering 
the queries in a generally acceptable 
manner, 


advertising depart 


Miller of Racine, Wis. 


valuable 
Boston 
paper ol 


What struck me as the most 
contribution to the program at 
was the very illuminating 


Grover F. Miller of Miller Brothers, 
Racine, Wis. on the subject of “What 
the Advertising Department Can Do 


For Me.” Mr. Miller took off the com- 
plete covering from his agency, opened 
it books wide, and showed the general 
practices of the office in its every day 
conduct. He not only told what they 
did but why they did it and he assured 
the Conference that the results obtained 


were in the main very. satisfactory 





Grover Miller is a forceful, robust, re- 
sourceful personality and it is my judg- 
ment that a visit to Racine with the 
object in view of personally watching 
the operations of the Miller Brothers 
office would very handsomely repay for 
the expense and trouble involved. 


W. W. Ellis, Jr.. Gets $2 from 
Miller Brothers 


During presentation of his paper to the 
Conference Grover Miller said that 
whenever information comes to his of- 
fice that a new baby is born in Racine, 
a bank account is opened and $2 de- 
posited to the infant’s credit with the 
compliments of their office. On calling 
Grover’s attention to the arrival in W. 
W. Ellis’ family of W. W. Ellis, Jr., the 


other day, Grover immediately pealed 














Cc. P. ELLIOTT, New York 
THOS. M’ILVAINE, Natl. Board 


off $2 from his bank roll handing it 
over to Papa Ellis with the injunction 
that he open a bank account for the 
young gentleman when he got back 
home. 


Standardization 


When the question of standardization 
of newspapers was first mentioned in 
the group fire section meeting at 
it was very quickly sidetracked because 
it was scheduled to come up in a general 
meeting later. It was though that some 


Soston 


(Continued on page 35) 
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Brokerage Cc oncern 1 Gets 

ages of Publicity 
H. R. EBENSTEIN CO’S BUREAU 
Frances Smith Dean in Charge of This 


Activity; Page in Newark Sunday 
Paper 


Co. of 80 Maiden 
insurance 


Herbert R. Ebenstein 
Lane, New York, 


brokers, have 


prominent 
opened a department 
which they designate as “Bureau of 
Information,” the director 


Smith Dean. 


Research and 
of which ts lrances 


This bureau has been responsible lor 


a number of interesting stories in daily 
newspapers, including one in the New- 
ark “Ledger” of Sunday, October 25th, 


with illustrations, 
“Use Of 


Robbers Is 


running an entire page 


and bearing the headline: Tear 


Gas To Combat’ Jewel 
Urged.” 
The story 


Herbert R. 


included a_ picture of 


Ibenstein, president of 


Herbert R. Ebenstein Co., and an inter 
view with him. 

Mrs. Dean said to Tue Eastern 
UnpberRwriteEk: “We feel that informa- 
tion of this type, giving the public a 


favorable impression of the 
tion of the insurance 
the interests and problems of the in 
sured, has a far-reaching effect in cre- 
ating good will and that if@is also effica- 
cious in pointing out how a greater de 
gree of care in the protection of prop 
erty will react in producing lower rates.” 

Among its other activities the [Eben 
stein office a lot of theatrical busi 


co-opera 
companies with 


does 


Ness 


HEAR AN AGENT FOR 2 HOURS 


Massachusetts Agent Makes Almost A 
Record At Ad Convention: Thinks 
Branch Offices Coming 


A former marine 
limelight at the 
with the force of 


into the 
Conference 
bullets flying from a 
high-powered machine gun. He is 
Harry Messinger of Everett, Mass., and 
he held the attention of the fire and 
casualty group men for over two hours. 
It is Mr. Messinger’s contention that 
personal work by the agent is the only 
and most effective way to get business. 
He does not believe that national ad- 
vertising by an insurance company helps 
identify its name in the mind of the as- 
sured, and if by any chance a prospect 
should ask him for the policy of a spe- 
cific company he would not feel com- 
pelled to give it to him. When asked 
if he had any suggestions to offer the 
advertising men in cutting down losses, 
he replied: “The best way is to choose a 
good company and to underwrite agents 
and not assureds.” 


Mr. Messinger 


stepped 
Advertising 


feels that the average 


agent is often too hungry for the wrong 
kind of business. Losses are just as ex- 
pensive to the agent as to the public 


since the settlement of a loss takes an 
agent away from his business for at least 
two or three days. “Educate the agent 
on how much it costs him to accept sub- 
standard business,’ was one of his sug- 
gestions to the ad men. 

In five years from today, Mr. 
inger believes there will be no _ local 
agents. Instead, companies will have 
salaried local managers with a few big 
brokers. His final recommendation to 
the ad men was to send out into the field 
an expert whose work would be to train 
local agents on how to use advertising. 


Mess- 





Tucker-Smith Agency, Inc. Albany, 
has been chartered by the secretary of 
state to sell realty and insurance. Frank 
P. Tucker, 1 Columbia Place, Wm. E. 
oskett and Edward M. Boice, North 
Albany, are the incorpo- 


t A 
Aili Avenue 








AGENTS ADOPT PRINCIPLES 


Pennsylvania Association Constitution 
Changed Without a Fight; Will 
Affect Only Local Problems 


The Pennsylvania Association of In- 


surance annual meeting 


changed its 


Agents at its 
last week in Harrisburg, Pa., 
constitution so as to include the National 
Association declaration of principles and 
the Milwaukee The 
stitution addition to 
principles “No mem- 
shall represent 


Resolution. 
that in 


con- 
reads 
subscribing to the 
ber of this Association 
any insurance company as agent, when, 
in the judgment of the board of direc- 
tors the practise of such company 1s in- 
tentionally and continuously in violation 
of the above principles.” 
This amendment, which 


now 


pledges the 


Association members to loyal companies, 
passed the convention without a dis- 
senting voice. Eugene A. Beach, presi- 
dent of the New York State Association, 
and regional vice-president of the Na- 
tional Association, made a lengthy talk 
before the convention on the principles 
and the necessity for agents sticking to- 
gether in the defense of their own 
rights. 

During the discussion Charles H. 
3iddle, past-president of the Pennsyl- 
vania Association declared the amend- 
ment to be purely a state’s rights propo- 
sition. He asked why friendly relations 
with companies in Pennsylvania should 
be disturbed because of actions in other 
states. The Pennsylvania amendment is 
so worded that it will apply only in the 
event that companies violate one or more 
of the principles by their actions within 
that state alone. 


~ ae 


HIGH COST OF CREDIT 


Some Common Sense Reflections Rela. 
tive to Lax Collections of 
Insurance Premiums 
Paul O. Kowalski of the Fireman's 
Fund, makes some good points about 
the high cost of insurance credit in an 
article in the agency publication of that 

company. He says in part: 

“Whenever an agent permits an as. 
sured to become delinquent, that agent 
is voluntarily cutting his commission, 

“When a policy is issued the premium 
is automatically due, and that is the 
best time to collect. 

“Has it ever occurred to you that the 
client who owes you a balance may go 
to another agent with his new business? 
This is a mean trait of human nature,” 
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AGAINST the hazards of Indian wars, brutal cap- 
tivity, massacres of the colonists, and destruction of 
property William Penn secured absolute safety for 
his people, by paying the Indians for their land. 
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“We will live in peace with William Penn and his 
men ns 


———+——} 


ongas the sun and the moon shal] endure.” 





As a token he received a wampum belt —the 
first insurance policy in America. 

The price paid, although fully satisfactory to 
the Indians, was microscopic compared to the 
coverage it gave. 


The cost of a Pennsylvania Fire Insurance Company policy is small considering the indemnity it 
assures from savage destruction by fire, wind, water and other elemental dangers that thwart 


progress and happiness. 


The Pennsylvania Fire Insurance Company is a part of the lengthened shadow of William Penn — 
a direct expression of his wisdom and forethought. 


Born in the city he founded, with his ideals of honor, integrity and 
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honesty for its policy, and in its every policy — 
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Tells How W. Va. 
Reforms Were Made 


our commission and sole agency cam- 
paigns were carried on simultaneously 
and you can imagine that either one of 
these issues would have been enough 


and until some of them were actually put 
on the shelf and suffered loss of busi- 
ness tor many weeks and some for many 
months. It is regrettable that we had 














THE HANOVER 


FIRE INSURANCE COMPANY 
Continuously in business since 1852 


The real strength of an insurance com- 
pany is in oe cengnovetins of its man- 
agement, and the management of THE 
HANOVER is an absolute assurance of 
the security of its policy. 


CHARLES W. HIGLEY, President 
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J. G. HOLLMAN, Secy. 
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HOME OFFICE 
Hanover Bldg., 34 Pine St. 
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for any state association to tackle. Here 
we were, begging and pleading for the 
cooperation of companies to observe sole 
agency and yet at the same time perhaps 
being obliged to shelve the particular 
company because of its stand on com- 
mission. New developments occurred al- 
most weekly and as the chairman of the 
supervisory committee confided to me 
later, he never knew what to expect next 
from our association and stated that we 
certainly had a wonderful organization. 
When we first announced our sole agency 
principle and asked the co-operation of 
companies, many scoffed at us, and the 
general insurance fraternity thought that business. He remained loyal to our asso- 
we were starting something we could not ciation and lived up strictly to the letter 
finish. of the sole agency agreement and _ his 

“Companies did not and would not in- action had much to do, in my estimation, 
dicate their intention to co-operate until in forcing this particular company to 
they saw that we were really in earnest come into line. 
















to win this in such a manner. 

“Ll wish I could tell you of some of the 
personal incidents of the campaign. There 
is one agent I have in mind who dis- 
played the most loyal co-operation 
throughout the campaign and kept a 
certain company on the shelf from No- 
vember Ist, until February 1st, until the 
company co-operated. This company was 
the leading companv in the agent’s office 
and his action in refusing to do business 
with the company cost him many hund- 
reds of dollars in broker’s commission 
which he lost and_ seriously incon- 
venienced him in the handling of his 


RELATIONS WITH COMPANIES 


A. B. White, Jr., Woodworth Memorial 
Winner, Talks on Sole Agencies 
and 20 Per Cent. Flat Scale 





A. B. White, Jr., of Parkersburg, W. 
Va. president of the West Virginia Asso- 
ciation of Insurance Agents, and winner 
at the Kansas City convention of the 
National Association of the Woodworth 
Memorial, told the Pennsylvania State 
Association convention at Harrisburg 
last week how the sole agency and 20 
per cent commission scale reforms were 
effected in his state. 

“The manner in which this commis- 
sion scale was handed to us in the state 
of West Virginia precludes debate as to 
the merit of the scale itself,’ said Mr. 
White. “To use slang, twenty per cent. 
commission—that’s all there is, there 
ain't no more.’ As to the subject Agency 
Limitation, which in West Virginia, we 
interpret to mean Sole Agency, I can 
only say to you that Sole Agency is 
surely right in principle, right in theory 
and sound in its practical application as 
we have it in the state of West Virginia 
today. 

“T wish that [ could tell you that both 
of these reforms were brought about 
through conference and co-operation be- 
tween companies and agents. It is re- 
grettable that this is not the case, but the 
companies without conference, drastically 
put this new scale of commission into 
effect and refused absolutely our Asso- 
ciation’s request to adopt some agency 
limitation reform at the same time, The 
Companies’ Committee informed us that 
they had no jurisdiction over the mat- 
ter of agency limitation and ‘this was a 
matter entirely for us to decide’ so we 
returned home and ‘decided, and put 
into effect sole agency without further 
conference with the companies simply 
by an agreement of the agents them- 
selves, to represent only companies op- 
erating on a sole agency basis on and 
after a certain date. 

“Naturally without conference between 
companies and agents the commission 
and sole agency reforms put into effect 
by such drastic measures on the part 
of both companies and agents created 
much unnecessary and avoidable fric- 
tion and strife. The officers of the West 
Virginia Association of Insurance Agents 
feel that they are not responsible for this 
but that the responsibility for same 
rests squarely upon the shoulders of the 
companies themselves, or perhaps it 
would be more proper to say, upon the 
supervisory or governing committee of 
the companies. 
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What Price Income! 


“How Much Should I LAY ASIDE for 
Life Insurance?” 

















LIIS is a question more frequently asked the life 

underwriter than any other. What proportion of 
his income can a young man put into life insurance 
premiums, especially if he is married? 


oushould be © 
hankful 


, 
\ 


Concrete facts speak louder than words. Here is the 
actual program of a young man, 28, with two children. 

His income is $5,000 a year. What would you con- 
sider a fair proportion of this income to spend for life 
insurance? ‘Ten percent ? 


that Good Agents .. 
are desired for un- 
assigned Gxclusive 


Jerritory” 


Actually in this case the annual premiums amount to 
about $600, leaving a balance of $4,400 of the income 
for the support of the family, an easy proposition for 
ambitious young parents looking to the future. 

What do they get for their $600? 

Totai life insurance of $30,000,—$5,000 to be paid 
in cash in case of the husband’s death, the rest so 
arranged in a trust settlement as to produce $100 a 
month income for the wife during her life time. 

Do you not think this young man has done well for 
himself and his family ? 

Surely he has laid out his life very successfully, with 
a fair income for present living expenses and an estate 
of $30,000 to leave for his family. 





Disliked Drastic Action 


“Our Association has always prac- 
ticed the wholesome doctrine of con- 
ference and conciliation and former com- 
mittees of the companies attempting to 
solve the West Virginia commission prob- 
lem had always called us into confer- . A Strong Company Over 
ence and in every case our committee a) Sixty Years in Business 
was able to reach an agreement with Liberal as to Contract, 
the companies’ committee. What justi- pon ly Md 
be . t cure in Every 
fication can there be for the ruthless dis- Way. Pelicies 
regard of our association in the pro- in Force Over 
mulgation of the 20 per cent. flat com- pone tia 
mission scale? Had our association here- 000 Families. 
tofore opposed and attacked any pro- 
posed regulation, there might have been 
some justification for the edict issued by 
the supervisory ¢ommittee in 1924. But 
surely the record of our association in all 
Previous conferences does not justify 
such drastic, arbitrary action. | 
You must realize of course that both 


He might struggle for years to obtain such a result 
in other ways, and then fail of his goal, in the mean- 
time missing the best there is in life including the con- 


tented enjoyment of his income and his family. with 


Superior Service 
New Business-Getting Plans 
and Co-operation 
Superior Advertising Helps Including 
the “World Blue Booklets” 
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Policy Stickers Posters 
Prompt Settlements 
and Agency helps 
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High Lights of 
Pennsylvania Meeting 
NEXT MEETING IN SCRANTON 


About 400 Members In Assn.; Minimum 


Dues Raised to $10; More Local 
Boards Are Sought 
What the annual convention of the 


Pennsylvania Association of Insurance 


Avents at the Penn-Harris Hotei in Har- 


risburg last Thursday and Friday lacked 


in numbers it more than made up in 


quality. About 125 agents were present, 


which was a smaller number than ex- 


pected, but those who did come partici 


pated seriously in the business sessions 
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KENNETH H. BAIR 
Greensburg, Pa. 


and many subjects were treated frankly 
and definite conclusions reached. Most 
decisions are set forth in the resolutions 
adopted, which appear in another column 
of this 

Five business sessions were held during 
the twa-day meeting, including one ex 
ecutive gathering in the evening when 
the delegates gave up entertainment 
possibilities and held a lengthy round 
table talk. President Bair’s address was 
especially well received because of its 


issue, 





J. B. METZGER 
Harrisburg, Pa. 
A. B. WHITE, JR. 
Parkersburg, W. Va. 





MAX GELLERT and 
JACOB GELLERT 


careful analysis of several pressing prob- 
lems facing Pennsylvania agents. 


Auto Dealer Plan Abandoned 


In citing some of the accomplishments 
of the Pennsylvania Association during 
the last year Past-President Charles 
H. Biddle of Wilkes-Barre mentioned 
abandonment by the Pennsylvania 
Automotive Association of its pet plan 
to put into the insurance agency busi 
ness every auto dealer in the state. Dur 
ing Mr. Biddle’s administration the Au 
tomotive Association tried to appoint 
dealers as agents of Pennsylvania mu- 
tuals, because these appointments could 
be secured without agency licenses, but 
through the activity of the local agents’ 
organization this scheme has failed. Mr. 
Biddle declared this victory for the 
agents should prove a big incentive for 
agents to join the Pennsylvania Associa 
tion. 

365 Members In Association 


Treasurer Rockey reported that the 
membership of the Association is now 
about 365 agents, nearly fifty having re 
cently been dropped from the books for 
non-payment of dues. During the com 
ing year a big drive for increased mem 
bership will be conducted with a view to 
putting the figure nearer 700) members 
than 400 


Dues Raised to $10 Minimum 


It was voted to increase the minimum 
dues for Association membership from 
$7.50 to $10.00. This new rate applies to 
all agencies whose membership is $15,- 
OOO or The dues which agencies 
with larger incomes pay are not changed. 
Qn account of increasing activities of 
the Association in the interests of agents 


1 
scSS. 


more money is needed and for this rea- 
son the convention agreed without op- 
position to raise the mimimum = dues. 
Most state associations already have 


fixed their minimum level above $7.50. 
Biddle To Edit “Pennsylvanian.” 
Charles H. Siddle, Wilkes-Barre, 


former president of the Association, and 
last year associate editor of the Associa 
tion’s monthly organ, the “Pennsylvan 
ian,’ has been made editot to succeed 
C. B. Dowd, of Reading. This monthly 
paper is sent to hundreds of agents, in- 
cluding many not members of the Asso- 
ciation, but who should be and who will 
in time be influenced to join because of 
the accomplishments of which they read 
in the “Pennsylvanian.” 


Honor Kenneth H. Bair 

Retiring President 

was presented 
members of 


Kenneth H. Bair 
with a fitting gift by 
the Association at the 


banquet Friday evening which closed the 


Pottsville, Pa. 


W. H. KENSINGER 
H. E. McKELVEY 
JOHN A. DALZELL 


H. E. McKelvey Heads 
Pennsylvania Ass’n. 


SUCCEEDS KENNETH H. BAIR 


New President From Pittsburg; G. W. 
Mattson, Harrisburg, Vice-Pres.; 
Others Are Re-Elected 


H. Ek. McKelvey, of Pittsburgh, was 
last week elected president of the Penn- 
sylvania Association of Insurance Agents 
at the annual conyention at Harrisburg 
to succeed Kenneth H. Bair, of Greens- 


burg, who has headed the Association 
during the last year. Mr. McKelvey 
has been a hard worker for the Asso- 


ciation, is well qualified to act as leader 
and his election is received most favor- 
ably among Pennsylvania local agents. 
During Mr. Bair’s administration Mr. 
McKelvey acted at chairman of the 
executive committee. 

G. W. Mattson, of Harrisburg, one of 


the leading agents in that city, the 
capitol of Pennsylvania, was elected 
vice-president, succeeding I. D. Me- 


Quistion, of Erie, John S. Burwell, of 
Scranton, was re-elected secretary, and 
Fred V. Rockey, of WHarrisburg, was 
re-elected treasurer. 

The following were 
board of directors: 

W. W. Rudisill, Altoona; C. M. Bend 
er, Towanda; C. H. Biddle, Wilkes 
Barre; John A. Dalzell, Pittsburgh; R. 
LL. Rogers, Erie; K. H. Bair, Greens- 
burg; A. S. Galland, Wilkes Barre: W. 
S. Diggs, Pittsburgh; W. EF. Forster, 
Scranton: W. Edwin Huber, Scranton; 
George H. Burns, Jr. Kittanning; Joseph 
Barr, Oil City; W. J. Chase, Philadel- 
phia; W. L. Clark, Pittsburgh; and C. 
B. Dowd, Reading. 


elected to the 


convention, The presentation talk was 
made by R. L. Rogers, of Erie. 


A. B. White on Sole Agencies 


A. B. White, Jr., of Parkersburg, W. 
Va., describing the establishment of the 
sole agency principle in his state, de 
clared that this arrangement produced 
qualified agents because the companies 
insist on having real producers repre- 
sent them so long as they can have only 
one agent in each city or town. 

With reference to the companies 
which still refuse to co-operate in West 
Virginia on the sole agency plan, Mr. 
White said the names of these compan 
ics might later be referred to the exec 
utive committee of the National Associ 
ation. 

The president of the one of the lead 
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Pittsburgh, Pa. 
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Harrisburg, Pa. 


—_ 


ing fire companies in this country tj 
Mr. White in.a conference in New Yo 
about multiple agencies and underwr;. 
ers, annexes that he (the  presiden 
wished he did not have one underwri 
ers’ agency in his group of companie 
as they have proven more trouble tha 
they were worth. 


Want More Local Boards 


Although a large percentage of tow; 
and cities in Pennsylvania already hay 
local boards the Association is makin, 
a drive to establish more of them. W, | 
Forster, of Scranton, told the convey 
tion of some successful means of gettin, 
agents together and = interesting — they 
in the formation of local boards. Th 
Scranton meetings are usually held 
noon, with a sociable luncheon followe 
by discussion of whatever problems ar 
facing agents in the field. 

Next Convention In Scranton 


annual convention 
Association will 


The next 
Pennsylvania 


of the 
probab| 











CHARLES H. BIDDLE 
Wilkes-Barre, Pa. 


be held in Scranton in 1926. 


convention be held there and the board 
of directors of the Association was last 
week instructed to accept the offer. 


Convention Dates Changed 


Following the suggestion of President 








W. D. READING 
Cc. F. WILSON 
Clearfield, Pa. 








Local 
agents of that city have asked that the 








Nove 


=—— 


Bair 

the di 
“some 
advan 
Natio 
made 
ficers 
Assoc 
the 

the 5 
cordt 


Pa: 
iion 
asa 
incol 
cense 
were 
to $ 
it ul 
whil 
to 
is $2 
sugg 
the 


thro 
posi 
and 
brol 
he : 

A 
tion 
the 
dra 
192) 








tow: 
hay 
akin, 
W. | 
nven 
etting 
ther 

Th 
ld at 
lowe 
1S are 


f th 
bab 








Li cal 
it the 
boart 
S last 


r. 


sident 



























[ 


























November 6, 1925 UNDERWRITER Fn Xx Page 23 
——_— 
Bair the convention voted to change 


the date of the annual convention from 
“sometime in October” to “sometime in 
advance of the annual meeting of the 
National Association.” This change was 
made in order that the newly elected of- 


ficers each year of the Pennsylvania 
Association might have the benefit of 
the National Association meeting and 


the year’s administration be guided ac 
cordingly. 


Increased License Fees Urged 


Past President Biddle raised the ques 
‘ion of increased license fees for agents 
as a means for reducing the number of 
incompetent persons holding agents’ li- 
censes. The theory is that if the dues 
were put on a scale ranging from $25 
to $100 hosts of part-timers would find 
it unprofitable to remain in insurance 
while the legitimate agent would be glad 
to pay the higher fee. The present fee 
is $2. paid by the company. Mr. Biddle’s 
suggestion carried the proposition that 
the applicant be comp:lled to stand the 
cost 

Edwin H. Huber, of Seranton, who is 
a member of the Pennsylvania legislat 
ure in addition to being an insurance 
went, thought Biddle’s idea a good one, 
but one which could not be carried 
through the legislature just now. Op 
position from the friends of small agents 
and from Philadelphia solicitors and 
brokers would be too much to overcome 
he said. 

A motion was passed by the conven 
tion to appoint a committee to study 
the problem of increased fees and_ to 


draft a bill for introduction in the 
1927 session of the legislature. 
Letter From Moffatt 

Past-President Moffatt of the Na 

tional Association sent a letter to the 


convention regretting his inability to be 
present and wishing the state Associa 
tion success. 


Federation President Talks 


W. M. Goodwin, of Bethlehem, pres- 
ident of the Insurance Federation of 
Pennsylvania, was present at the ban- 
quet of the Association, and brought 
greetings from his organization. 


Excelsior Sends Greetings 

- ) s. ° 

Fred Bruns, one of the leading agents 
of Syracuse, N. Y., and president of the 
Excelsior Insurance Company of that 
city, sent a congratulatory telegram to 
the convention in the name of the com 
pany. 


Harrisburg Agents Hosts 


rhe Insurance Association of Central 
, 
Pennsylvania acted as hosts to the con 





F. A. SARGENT 


Johnstown, Pa. 


ANSON 


Agents’ Resolutions 
Cover Wide Field 


AT PENNSYLVANIA MEETING 


Sole Agencies, Auto Fleet Rates, License 
Fees, Mutual Reinsurance and Dual 
Agencies Mentioned 

Resolutions adopted by the Pennsyl 
Insurance 
last 


vania Association of 
at its 


Harrisburg, 


Agents 
convention 
Pa., 


confront 


annual week at 


several sub 
local 
their business. 
Among those matters on which the As- 
sociation 


covered 
which 
current 


jects agents as 


problems of 


took a definite position are 


vention. John R. Henry, president dur 
ing the last year, welcomed the conven 
tion to Harrisburg, and Albert L. Allen, 
the new president, presided over part of 
the banquet. 
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Port Allegheny, Pa. 
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Harrisburg, Pa. 
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WM. S. ESSICK 
Harrisburg, Pa. 


sole agencies, rates on auto fleets, in 
creased license fees for agents, mutual 
reinsurance by stock companies, dual 


representation of stock and mutual com 
panies, and the standards fixed by the 
Pennsylvania Insurance Department for 
the writing of 


insurance by companies 


in the state. 


Following is the text of the resolu 
tions: 
Resolved the Convention be com 


mended upon the adoption and the in 
corporation in the By-Laws of the prin 
ciples set forth by the National Asso 
ciation of Insurance Agents, and we rec 
ommend that shall be 


made a part of the application for mem 


these principles 
bership in the Pennsylvania Association 


of Insurance Agents. 


Sole Agencies 
That 
with 


this association take such action 


the companies as is necessary to 





Pa. 


Harrisburg, Pa. 


H. M. BIRD 
Harrisburg, Pa. 











GEO. H. BURNS, JR. 
Kittanning, Pa. 
promote the possibility of securing sole 
representation of companies in specified 
territory, similar to that now in effect 
in West Virginia and that 


be referred to 


this matter 


our Board of Directors 


as one of paramount importance. 


Auto Fleet Rates 


Resolved that we emphatically con- 
demn the practice of certain companies 
in writing automobile fleet insurance at 
tariff rates in those states having anti- 
discriminatory laws and including cover- 
age another portion of the same fleet 
at cut rates in not having such 
laws, inasmuch as this practice is gross 
ly unfair to the public, the insurance 
agents and the insurance department of 
the Commonwealth; and we recommend 
this matter be immediately referred to 


states 


the Legislative Committee of this As- 
sociation. 

License Fees 
Resolved that we commend the action 


- 





& MRS. J. G. HARDIE MR. & MRS. F. V. ROCKEY MR. & MRS. J. S. BURWELL 
Philadelphia, Pa. 


Scranton, Pa. 
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of the convention in instructing the 
President to appoint a committee to 
consider and draft a bill increasing the 
license fee charged for insurance li- 
censes in this state, with the intent of 
presenting the same to the next Legis- 
lature. 
Mutual Reinsurance 

That we severely condemn the prac- 
tice of stock companies reinsuring direct- 
ly or indirectly, the business of non- 
board companies, mutuals, reciprocals 
and all other non-agency insurers. 


Advisory Boards 


That we commend the work of the 
advisory boards as operated in Penn- 
sylvania as a most valuable public serv- 
ice and that we recommend the record 
of known incompetents be investigated 
and referred to the Insurance Commis 
sioner. 


Dual Agencies 


That we reaffirm past resolutions con 
demning representation in the same 
office of stock and mutual companies 
and that we recommend the further 
investigation of such representation 
among our members by continuing the 
work of a previously appointed com- 
mittee for this purpose. 


Department Standards 


That we recommend to the Insurance 
Department of Pennsylvania’ ‘that it 
raise the standard for insurance com- 
panies to transact business in the Com- 
monwealth to that of other states, such 
as New York and Massachusetts. 

That this association pledge its un- 
qualified support to Mr. Eugene A. 
Seach as Regional Vice President of 
the National Association of Insurance 
Agents for this district. 

That we extend our appreciation to 
Commissioner Samuel W. McCullough 
for the cooperation rendered during the 
year and for the many courtesies ex 
tended the officers of our association. 


DRIVE FOR MORE MEMBERS 


Pennsylvania Assn. Sends Monthly 
Paper To Hundreds of Non-Mem- 
bers As Part Of Campaign 
Secretary John S. Burwell of the 
Pennsylvania Association of Insurance 
Agents confined his report to the annual 
convention in Harrisburg last week to 
membership activities. With regard to 

these he said: 

“As it was our desire to have a mail- 
ing list for the “Pennsylvanian” of ap 
proximately one thousand names, with 
the help of several others we increased 
our non-membership list to a figure that 
now | am sending out each month from 
my office, 993 ‘Pennsylvanians’ in the fol- 
lowing divisions. 

Members 363; Insurance journals 28; 
Officers of thirty-nine States Associa- 
tions 83; Non-members in Pennsylvania 
519; Total 993. 

“The non-member list is comprised of 
specially selected names throughout the 
State, the ‘Pennsylvanian’ being mailed 
to them regularly with the hope that by 
reading it they would get the vision, and 
finally join us. 

“T wish to call your attention to our 
membership total of 363. While it 
seems to compare favorably with other 
State Associations I think our total 
should be at least 600, and with some 
real organized effect during the next 
year that figure could easily be reached. 

“As an incorporated organization we 
should be unafraid to boldly bring to 
light any gross violation of decent prac- 
tices and principles, and if the occasion 
warrants, there is no reason why we 
should hesitate to mention names. 

“To date there has never been found 
a truer method of disseminating proper 
knowledge than by group gatherings, 
where the more intricate problems which 
interests the particular group, are openly 
discussed and debated. ~ 


How Moral Hazard | 
Reports Are Secured 


Retail Credit Company Executive Tells 
Suburban Field Club How Inves- 
es tigators Operate 


How the Retail Credit Company of 
Atlanta, Ga., secures its character re- 
ports on moral hazards was explained to 
the Suburban New York Field Club at 
its November meeting on Monday of 
this week at the Hotel St. George in 
Brooklyn by W. A. Spencer, junior vice- 
president of the Retail Credit Company. 
President P. A. Nielson of the Suburban 
presided at the meeting. 

That character reports, such as are 
gathered and submitted to insurance 
companies by organizations such as the 
Atlanta company, are proving profit- 
able, according to Mr. Spencer, was 
shown by the number of fires on which 
companies have avoided losses by can- 
celling on the basis of character report 
recommendations. The speaker reiter- 
ated the greater need for fire insurance 
companies investigating the moral as 
well as physical hazards of most of the 
risks they accept. “When you look to 
character you are liable to save losses,” 
said Mr. Spencer. 

Questionable assureds are divided into 
two general classes by character report 
investigators, Mr. Spencer stated. One 
is the class of person who has had no 
past acts to discredit his reputation, and 
who has never been submitted to undue 
pressure before through — financial 
troubles, but who takes a chance on a 
crooked loss in the event of that being 
the only way to save himself. This class 
of assureds is very hard to catch before 
a loss has occurred. 

One of the other hand, those assureds 
whose desire to sell out to insurance 
companies are for the moment hidden, 
dormaut or restrained, are fairly easy to 
detect when they already have some- 
thing to their discredit in the way of 
bankruptcies or suspicious losses. An- 
other point particularly stressed by the 
investigator is possible connection of 
the assured with the liquor traffic. Such 
an identification is practically certain to 
lead to an unfavorable character report. 

Inspections are made for the most 
part on small mercantile or manufactur- 
ing risks, the man in business for him- 
self with only a small amount of capital 
at stake. The investigator, according to 
Mr. Spencer, tries to learn how long he 
has been in business, how many years in 
the same neighborhood and as much of 
his past history as possible. He visits 
the assured’s neighborhood, interviewing 
neighbors, competitors and others who 
may know something about him, but the 
inspector never interviews the assured 
himself. 

Responsible checks are made upon all 
information received in order that 
hostile competitors of an assured may 
not unduly prejudice an_ investigator. 
Court records are looked up for veri- 
fication if mentioned by some informant. 
When all information has been secured 
the report goes in as favorable or un- 
favorable, depending upon whether the 
preponderance of evidence tends to 
prove the man honest or not. 

The investigator has to consider the 
assured, the insurance agent, the insur- 
ance company and his own organization 
when making his reports, for the reports 
when made are blunt and frank in ex- 
pression. Consequently they must be 
made with a mimimum chance of error, 
Mr. Spencer stated. The Retail Credit 
Company has thousands of informants 
throughout the country who are sup- 
posed to furnish leads or tips on per- 
sons in their own neighborhoods when 
called upon to do so. 





CLEVELAND CLUB TO MEET 

The first fall meeting of the Fire In- 
surance Club of Cleveland will occur at 
Hotel Statler on November 18. This 
will be a business session. 


— = —_ SSS 
































Where a fire means ruin, 
the Hartford Agent wins out 


A fire loss in a big storage warehouse 
means business ruin. Insurance will pay the 
loss, but it cannot restore the vanished pres- 
tige, the old sense of security on which a 
warehouse builds its business. 

The Hartford Agent can offer to the 
owner of a storage warehouse a much appre- 
ciated service—a thorough and complete 
survey by the Hartford Fire Prevention 
Engineers. This service gets business, where 
friendship or salesmanship fail. 

Fire Prevention service is one of the things 
that make a Hartford connection one of 


constantly growing value. 


HARTFORD FIRE 


INSURANCE COMPANY 
Hartford, Conn.  & yd 


The Hartford Fire Insurance Company and the 
Hartford Accident and {udemnity Company write 
practically every form of insurance except life 
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Crawford Discusses 
Trend of Production 


SEES THE SITUATION CHANGING 








But Believes Evolution Will Be a Ques- 
tion of Years; Comments on Ben- 
nett’s Kansas City Report 





William S. Crawford, editor of the 
insurance page of the New York “Jour- 
nal of Commerce,” who recently ran 
some articles saying that the produc- 
tion business was tending toward the 
branch office system, which articles 
were made the subject of considerable 
comment in the address of Walter H. 
Bennett, secretary of the National As- 
sociation, discussed Mr. Bennett’s talk 
in his issue of October 21 and made the 
following additional comments relative 
to the trend of insurance production as 
he sees it: 

“According to Mr. Bennett’s own anal- 
ysis, the companies are no longer repre- 
sented by a corps of thoroughly loyal 
agents but by a miscellaneous horde, 
even the best of whom by reason of con- 
ditions imposed upon them without their 
consent have been relieved ‘of any sub- 
stantial loyalty to the company.’ It is 
not a criticism of the agents but a state- 
ment of fact to say that a very large 
proportion of the agents no longer are 
in a position to protect their companies 
against moral hazard, as they are in 
competition with brokers and agents of 
annexes and subsidiaries whose business 
goes to the same institutions. 

“Moral or personal hazard is the cause 
of the excessive losses of the past few 
years. The companies are confronted 
with the problem of securing the pro- 
tection against it which their loyal 
agents used to give them when condi- 
tions were different. Among. other 
plans for accomplishing this end com- 
pany officials have considered the ad- 
visability of sending to the field as their 
underwriters men on salary whose re- 
sponsibility to the company is undivided, 
in other words, installing a branch office 
system with the underwriters represent- 
ing the company and the producers on 
commission representing the assured. 

“There is no danger that the American 
Agency system will be ‘junked.’ If it 
should pass away the passing would be 
very gradual, like the changes that have 
taken place in the past twenty-five 
years. Most live agents in cities are 
now brokers of a large amount of busi- 
ness which they cannot write in their 
own offices. More men entering the 
business in large cities are now by 
breference becoming brokers rather than 
agents. Many companies are paying 
non-recording agents who write no 
Policies the same commissions as they 
Pay recording agents who maintain ex- 
pensive organizations. The volume of 
business produced by brokers, by agents 
acting as brokers and by non-recording 
agents is growing more rapidly than 
that produced by regular agents. If the 
time comes when agents can make more 
money simply by producing business 
than they make under the present sys- 


tem most of them will be satisfied with 
the change.” 





GEORGE A. CLARKE RESIGNS 





Secretary of America Fore Companies in 
Charge of Middle Department; 
Formerly With the Home 


George A. Clarke has resigned as sec- 
retary of the America Fore Companies. 

£18 a native of Atlanta. On leaving 
military school, he entered the local busi- 
ness in that city. Subsequently, he be- 
ae affiliated with the Southeastern 
Lag Association, first in Atlanta and 
_ in Norfolk, following which he en- 
ton the employ of the Queen in its 
= ern Department. In March, 1900, 
Pe a to New York as underwriter for 

€ astern Department of the Imperial, 





and in June, 1902, for the Home Insur- 
ance Company. In April, 1917, he be- 
came Assistant Secretary of the Home 
in charge of the Middle Department, and 
in January, 1921, Secretary, which place 
he left in December of 1921 to become 
Secretary of the Continental in charge of 
its New York City business. In January 
of this year, he was made Secretary of 
all of the companies in the America Fore 
Group in charge of the Middle Depart- 
ment territory. 


COVERT WITH NORTH AMERICA 





Well-Known Cleveland and New York 
Jewelry and Inland Marine Expert 
Now In Philadelphia 


John W. Covert, who resigned re- 
cently as manager of the special risks 
and surety department of the James & 
Manchester Company of Cleveland in 
order to return to the East, has become 
connected with the marine department 
of the Insurance Company of North 
America. He is now at the home office 
and will later be placed in the eastern 
field in a producing capacity. Mr. Covert 
was at one time with Willcox, Peck & 
Hughes in New York and later with the 
E. P. Lenihan Company of Cleveland 
before joining the James & Manchester 
Company. He has specialized in Jewelry 
and inland marine lines. 
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GETS MICHIGAN LICENSE 

The First American Fire, whose 
license application has been held up in 
Michigan for several months, has at last 
been issued a certificate of authority by 
Commissioner Leonhard T. Hands, it 
was announced this week. The company 
is permitted under its license to trans- 
act a fire and marine business on a direct 
writing basis. The application of this 
newest member of the America. Fore 
group was not considered for some time 
by Commissioner Hands due to protests 
by four companies with similar names 
already licensed in Michigan. 
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Colorado, 
Louisiana, 
Minnesota, Missouri, Montana, Nevada, New Hamp- 
shire, New Jersey, New York, North Carolina, Ohio, 
Pennsylvania, 


INSURANCE EXCHANGE 


Under Same Management THE GREAT WESTERN FIRE 
INSURANCE CO.—A Reinsurance Co.—Capital $400,000. 


NAPOLEON PICARD, Secretary-Treasurer 


LICENSED IN 
Illinois, Indiana, lowa, Kansas, Kentucky, 
Maryland, Massachusetts, Michigan, 


South Carolina, Tennessee, 
West Virginia, Wisconsin 


ARQUETTE 
NATIONAL 


FIRE INSURANCE COMPANY 


Texas, 


CHICAGO 
A good company for good agents. 
Assets Over Two Million Dollars. 
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Insurance Stocks 


LETTER OF G. ELLIOTT & CO. 


Sees Better Rate of Investment From 
Insurance Than From National 


Bank Stocks 


Gilbert Elliott & Co., members of the 
New York Stock Exchange, in a letter 
to clients present an illuminating analy 
tical comparison of insurance ,stocks, 
covering the subject from a number of 
angles and in their introduction make 
the following statement: 

“The unusual activity and advance in 
bank stocks during the past twleve 
months have so occupied the attention of 
investors that attractive opportunities 
presented by some ot the insurance stocks 
have been overlooked. It is our opinion, 
however, that the existing level of prices 
in the insurance group is one from which 
substantial advances may be anticipated. 

“In order to afford a means of making 
a compafison, we have compiled an 
analytical review, dealing with most of 
the leading companies. We present this 
compilation in the belief that a careful 
study of these securities will be well 
repaid. 

“An insurance stock combines two 
separate forms in one. The first is 
that of the Investment Trust, which has 
come to be regarded, when properly safe 
guarded by good management, as one 
of the best securities to be had, and sec- 
ond, ap interest in the insurance busi 
ness. The policy of the insurance com- 
panies generally has been to maintain 
dividends on the stock below the sum 
received as income from investments, 
and to allow the insurance profits to 
accumulate as surplus. By this method 
a dependable income is assured to stock 
holders, while over a term of years sub 
stantial sums are accumulated in surplus 
account. 

“In consequence of this dual character, 
insurance stocks should be analyzed 
both from the standpoint of income from 
investments and from that of total 
profits; the former as a_ dependable 
source of income, and the latter as a basis 
for enhancement of principal. 

“Disregarding for the moment the total 
profits, and focusing our attention on 
the income from investments, it is in- 
teresting to note that many of the stocks 
of the large and well-known insurance 
companies are obtainable on a basis of 
from 6% to 84%%; in other words $100 
invested in certain selected insurance 
stocks purchases from $6 to $8.50 of 
corporate earning power from the in- 
come on investments, whereas an _ in- 
vestment of $100 purchases but about $4 
of earning power in the average national 
bank. There is, therefore, a great dis- 
parity between the present selling prices 
of bank stocks and insurance stocks, in- 
dicating a substantial advantage in favor 
of the buyer of insurance stocks at this 
level.” 


URGE NATIONAL ADVERTISING 
G. C. Parlin et Minden Osborn Give 


Their Views at Boston 
Conference 

G. C. Parlin, Curtis Publishing Co., 
and Gardner Osborn, Reimer & Osborn, 
Inc.. New York, were two outsiders 
“looking in” who addressed the Insur- 
ance Advertising Conference last week 
in Boston. Mr. Parlin gave an analysis 
of the market reached by advertisers in 
the Curtis publications, pointing out that 
the coming generation is sold on na- 
tional advertising, and as a consequence 
a situation is coming about which the 
insurance companies will have to meet. 

Mr. Osborn, whose agency handles 
the advertising of the Aetna Fire, be- 
lieves that national advertising will prove 
the only way of building up a_ better 
public relationship for insurance. 


—_—— 





Want More Credit For 
Farm Lightning Rods 


MANY EVIDENCES OF SENTIMENT 


Dana Pierce and E. R. Stotts Discuss 
Subject; Letter From Home 


Insurance Co. 


At the last dinner of the Insurance 
Society of New York, Dana Pierce of 
the Underwriters’ Laboratories made 
an appeal that the fire companies take 
more cognizance of the importance of 
lightning rod installation on farm build- 


ings and the same subject was discussed 


-at a recent conference on farm insur 


ance when Earl R. Stotts delivered a 
paper on the elimination of the lightning 
hazard on farm property. 

Mr. Stotts paid a tribute to Nelson 
H. Simmons of the Home _ Insurance 
Company for doing a lot to bring light- 
ning rods into favor and to give credit 
for proper installations and he quotes a 
letter from the Home Insurance Com- 
pany reading: 

“T beg to say that over a period of 
eleven years, since we have kept a sep- 
arate record of our loss experience on 
farm property where the buildings are 
equipped with approved lightning rod in 
stallations, our losses on buildings and 
contents so protected have been $4,532 
on an amount at risk of approximately 
twenty million dollars. This is about 
2% of the premiums. 

“During the same period on an amount 
at risk on unrodded farm property, 
buildings and contents, running well into 
the hundreds of millions, the lightning 
losses have been in excess of 30% of 
the premiums. It is needless to say that 
I strongly favor approved lightning rod 
protection for farm buildings.” 

George F. Lewis, deputy fire marshal 
for Ontario, and “father” of the 
lightning rod act for Ontario, in an open 
letter to “The Mail and Empire” dated 
August 8, 1925, says: 

“I beg to state most positively that 
standard lightning rod protective sys- 
tems installed as provided under the 
lightning rod act and the regulations, 
are fully 99% effective in safeguarding 
life and property from this destructive 
phenomena of nature.” 

Mr. Lewis goes on in his letter to 
state there are approximately 180,000 
farms in the Province of Ontario and 
he estimates that 50% of the rural build- 
ings are equipped with lightning rods, 
of which about 10 per cent have been 
installed under the lightning rod act. 

The average person thinks of a light- 
ning rod as a device extending above the 
top of the building to attract the light- 
ning stroke and conduct it to the earth, 
whereas only approximately 5% of a 
lightning rod’s function is to handle a 
disruptive discharge, and 95% of its 
value is in preventing a stroke of light- 
ning. 


BLUE GOOSE MEETS NOV. 9 





New York Pond Will Hear Urbain 
LeDoux, (Mr. Zero) and Gold Dust 


Twins As_ Entertainers 


The New York City Pond of the 
Ancient and Honorable Order of the 
Blue Goose will begin the seasons’ activ- 
ities with a dinner and meeting to be 
held at the Drug & Chemical Club, 100 
William St., on Monday evening, No- 
vember 9th, at 6:30 o’clock. Urbain Le- 
Doux, better known as Mr. Zero, friend 
of the unemployed, will be the guest of 
the evening and render a discussion on 
the Jobless Man. 

To those Ganders who have radio 
sets, the Gold Dust Twins will need 
no introduction and those at the dinner 
will have the pleasure of seeing these 
well known entertainers in person. 

“W. Va.” Keeler, special agent of the 
American Eagle will preside as toast- 
master in his inimitable manner. 








An agency connection— 
plus service 


The Philadelphia Fire and Marine Insur- 
ance Company is a financially strong, 
powerful organization with an enviable 
record for reliable service. 

These features, combined with a full line 
of desirable policies covering protection on 
property and commercial activities, make 
an agency connection with this company 
most desirable. 


Write for particulars 


Philadelphia Fire and Marine 
Insurance Company 


1711 Chestnut Street, Philadelphia, Pa. 
508 Walnut Street, Philadelphia, Pa. 
209 W. Jackson Blvd., Chicago, Ill. 
125 Trumbull Street, Hartford, Conn. 
200 Bush Street, San Francisco, Cal. 
8th Floor Hurt Bldg., Atlania, Ga. 


























London & Lancashire Insurance Co., Ltd., 


OF LIVERPOOL, ENGLAND 





Law Union & Rock Insurance Co., Ltd., 


OF LONDON, ENGLAND 





Orient Insurance Company, 


OF HARTFORD, CONN. 





Safeguard Insurance Company, 
OF NEW YORK 


Pacific Department 
San Francisco, Cal. 


Western Department 
Chicago, Ills. 


Eastern Department 
Hartford, Conn. 
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Quaid Sees Need For 
More Business Faith 


IN TALK TO NEWARK FIRE BOARD 





Ideals and Aim of Controllers’ Congress 
Explained; Tells How Department 
Stores Exchange Ideas 


William Quaid, vice-president of the 
America Fore Group, gave his impres- 
sions of a meeting of the Controllers’ 
National Retail Dry 
Goods before the 
formed Newark Board of Fire Under- 
writers a few nights ago. 

“IT recently attended a most interest- 
ing gathering,” he said. “This was a 
meeting of the Controllers’ Congress of 
the National Retail Dry Goods Associa- 
tion. The National Retail Dry Goods 
Association has a membership of 2,200 
leading stores. The Controllers’ Con- 
gress is a sub-division of the National 
Association for those stores, using the 
Controllers system. The Controllers 
system lends itself only to the largest 
kind of operations and, therefore, the 
400 members at this convention repre- 
sented the biggest operations in the de- 
partmental stores business, such as 
Macy of New York, Jordan Marsh of 
Boston, Marshall Field of Chicago. 

“I got a real inspiration at that con- 
vention because it embodied co-oper- 
ation by the use of so much common 
sense. The aim, the ideal and the 
practice of the Controllers’ Congress 
was mutual dissemination of informa- 
tion on the basis that what was good 
for one was good for all. The way they 
operated was that a controller of one 
of the great stores would get up and 
read a very carefully prepared paper, 
for instance, on cost accounting, telling 
of the system of cost accounting as used 
in their store. Then when he had fin- 
ished, any one present had the privilege 
of asking any question that he wanted 
to, make any comment that he cared to, 
and when they got through tearing the 
shirt off of that particular system of 
cost accounting you may well under- 
stand that everybody knew a lot more 
about cost accounting than they did be- 
fore the discussion started. 


Congress of the 


Association newly 


Open Discussion 


“The rule of the convention was that 
any person could say anything he want- 
ed to, but it was the distinct understand- 
ing that when the convention was ad- 
journed there was to be left absolutely 
no personal feeling. This was highly es- 
sential because the discussion certainly 
became very heated at times. I am told 
that any members of the Controllers’ 
Congress who finds any new system 
that adds to the efficiency of his store 
can hardly wait to bulletin the informa- 
tion to the rest of the stores. 

On my way back from this conven- 
tion the controller of Bamberger’s asked 
me if I would not go to their store the 
following Monday for lunch to attend 
a meeting of the Metropolitan Division 
of the Controllers’ Congress. I asked 
him his idea in doing this and he told 
me that the Metropolitan Division was 
4 sub-division of the Congress for the 
big New York stores using the Con- 
trollers system and that, once a month, 


they met at some one of the twenty-five 
member stores and had lunch and then 
started in and went from the cellar to 
the garret of that particular store; that 
they could do anything they wanted to 
—take the merchandise off the shelves, 
the sales people from behind the count- 
ers, ask any questions that they wanted 
to, investigate the delivery system, the 
credit department, the bookkeeping de- 
partment, or any other part of the op- 
eration. 

“They spend the whole afternoon in 
doing this, then they go and have din- 
ner together, and each one of the men 
starts to criticize any weaknesses they 
have seen and make constructive sug- 
gestions. Now, that is a perfectly re- 
markable revelation to me in modern 
business and yet it means a great deal 
more than cooperation because, funda- 
mentally, it is common sense. I said 
to one of the men, ‘Do you mean to tell 
me that Macy goes across the street to 
Gimbel’s and goes through their store 
from stem to stern; and Gimbel, in re- 
turn, comes back and goes through 
Macy’s from stem to stern.’ And he 
said; ‘Absolutely, yes.’ 

“And I said to him: ‘What does the 
older generation of merchants think of 
this idea?’ To which he replied: ‘They 
think that we are crazy, going to bust 
the works, radical revolutionists, and 
everything else that is applied to a con- 
dition that is not understood by every- 
body, and yet, back of that is the his- 
tory of the member stores that have 
made greater progress and more money 
than any of the stores outside of the 
Association.’ 

“Now, isn’t it a fact that Macy isn’t 
going out of business because Gimbel 
is in business; and isn’t it a fact that 
Gimbel isn’t going out of business be- 
cause Macy is in business; and isn’t it 
also a fact that the advanced methods 
and the advanced efficiency of one is of 
real benefit to the other? Isn't that 


. common sense? 


“Now, what we want in the insurance 
business is, as I see it, not co-operation 
but religion, religion in the sense that 
we must have faith, faith of the highest 
kind in our selves and in each other. All 
of the troubles and all of the evils of 
this business creep in through some 
very small opening wedge; some one 
company will do some little thing and 
straightway every agent and every com- 
pany in the business feels that they must 
meet that competition. 





PACKARD AUTO PLAN 
Another Auto Sisnalinatnatins Company 
Has Insurance Scheme; Includes 
Collision Cover 


The latest automobile manufacturing 
company to offer an insurance proposi- 
tion with the sale of each car is the 
Packard Company of Detroit. While de- 
tails of this plan are not public, it is 
understood that the scheme includes 
$100 deductible collision in addition to 
fire and theft insurance. 





Agencies Wanted 


Wanted by responsible parties Fire Insur- 
ance agencies for Southern Florida. Bank 
references and bonds furnished. 
LOVELL JOHNSTON CORP. 
207 Windsor Building Miami, Florida 
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Fire Reinsurance Treaties 


Eagle Fire Insurance Company 
Baltica Insurance Co., Ltd. 


18 WASHINGTON PLACE, NEWARK, N. J. 


(New Jersey) 
(Denmark) 


Thomas B. Donaldson 
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UNITED STATES BRANCH 


135 William Street, New York 
Horatio N. Kelsey, Manager 








CRUM AND FORSTER 
110 WILLIAM STREET—.NEW YORK CITY 


REPRESENTING 
The North River Insurance Ce. ef United States Fire Insurance Ce. of 
New York New York 
Richmond Insurance Company eof British America Assurance Ce. ef 
New York Toronto, Canada 


United States Merchants & Shippers 
Insurance Company 

New York State Fire Ins. Ce. of 
Albany, N. Y. 


Western Assurance 
Toronto, Canada 

United States Underwriters’ Pelicy 
of New York 

Union Fire Insurance Co. ef Buffale, 
New York 


Company ef 


F. M. Gund, Manager, Western Depart- W.S. Jackson, Manages, Pacific Coast 
ment, Freepert, Illinois Dept., San Francisco, California 
Hines Brothers, Managers, Seuthern Cobb Glass & Co., Managers, Nerth 
Department, Atlanta, Georgia Carolina Dept., Durham, Nerth 
Carolina 

















SCOTTISH UNION & NATIONAL 
INSURANCE COMPANY 


United States Main Office: Hartford, Conn. 
J. H. Vreeland, Manager 
Assets $9,178,568.64 Net Surplus $4,731,038.38 
A Nine Million Dollar Company, Fifty Per Cent of Whose Assets Will 
Cover All Liabilities 


John G. Hilliard, Inc., Agent 
45 John Street New York City 

















PROVIDENT 


Fire Insurance Company 
83 Maiden Lane 

















NEW YORK 
INSURANCE CO., LTD., 
OF YORK, ENGLAND 


THE YORKSHIRE © vor,” ex 


FIRE, LIGHTNING, SPRINKLER LEAKAGE, AUTOMOBILE, RIOT 
AND EXPLOSION INSURANCE 
U. S. BRANCH, 12 Gold Street, New York 


FRANK & DUBOIS, United States Managers. ERNEST B. BOYD, Underwriting Mgr. 
FRANK B. MARTIN, Asst. Manager. WALLACE KELLY, Branch Secretary. 





Assets, $3,008,963.36 Liabilities, $1,625,185.05 Surplus, $1,383,778.31 
DEPARTMENT MANAGERS: 

METROPOLITAN cccoccccccccsccce Willard S. Brown & Co..........4 New York, N. Y. 
p/ ox) too) Ce ae rer San Francisco, Cal. 
CAROLINA-VIRGINIA . ee eR eee ..«. Greensboro, N. C. 

SOUTHEASTERN ....... Py A ee .. Atlanta, Ga. 
LA. & MISSISSIPPI. cccccccccccces TORE TL, WENascdcaasnecnsdaneases New Orleans, La. 











Caledonian Insurance Co. of Scotland 


FOUNDED 1805 
“THE OLDEST SCOTTISH INSURANCE OFFICE” 
UNITED STATES HEAD OFFICE 
555 Asylum Street, Hartford, Conn. 
R. C. CHRISTOPHER, U. S. Mgr. 
NEW YORK CITY OFFICE 
1 Liberty Street, New York 
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Compulsory Insurance 
of Passengers at Sea 


By Sanford D. Cole, Barrister, in “Post Magazine 


Phe question of compulsory insurance 


of passengers against the perils of sea 


travels was discussed at the conference 


of the Comité Maritime International 


in Genoa 


Phe Comité devoted a considerable 


part of the time of its sessions to the 


discussion of the shipowners’ proposals 


for freeing themselves from their ex 


isting responsibilities to all passengers, 


and substituting an insurance scheme. 


Joth business and legal representatives 
of the principal maritime nationalities 
were present, and the gathering was 


well constituted for its work of dealing 


with the preparatory, unofficial part of 


the draiting-of international conventions. 

In addition to several subjects brought 
forward from prevoius conferences, the 
agenda comprised the relatively new 
title of the compulsory insurance of 
passengers. Although, as mentioned 
in the previous article, this problem was 
introduced at the last conterence two 
years gathering last 
week was the first occasion on which it 
was fully debated being new, 
the proposal differed in character from 
previous work of the Comite li pro 
ceeded with it would mean, not so much 
the unification of part of the maritime 
laws of the world, as the substitution 
for them of something quite different. 


ago, the Genoa 


Besides 


It is permissible to doubt, however, 
whether the proposal, at least in its 
present form, will be proceeded with. 
Much opposition was encountered by 


those who supported it, and the volume 
of objections have grown 
vreatly since the scheme was originally 
put forward. 


seemed to 


Shipowners’ Proposals 
In the initial stages, it may be recalled, 
French shipowners were objectors, while 
in Italy the idea of restricting the 


scheme to emigrants found favor. The 
primary purpose, indeed, was to deal 
with the difficulties which it was fore 


seen might result from the enactment, 
by various States, of divergent laws for 
the protection of their nationals who 
might be emigrating. From the ship 
owners’ point of view a scheme covering 
all passengers would no doubt be prefer 
able, and so the larger proposal made its 
appearance. Shipowners would become 
insurers, collecting premiums as part of 
passage money, and reinsuring their li 
ability. The basis for this 
could be provided only by legislation in 
all countries (co-ordinated by the pre- 
vious acceptance of an international con- 
vention) wiping out passengers’ present 
legal rights and substituting compulsory 
insurance. The compulsion would not 
extend beyond a minimum scale, with 
optional increases of premium and cover. 

Before the Genoa conference the ob- 
jections in France had been overcome, 
but Americans had declared themselves 
unfavorable to any plan by which the 
existing rights of passengers travelling 
by sea would be surrendered or limited. 
Any such limitation would be contrary 
to the traditional attitude of the United 
States Government. 

It does not appear that there has been 
any expression of desire on the part of 
ordinary passengers to exchange their 
present legal position for the alternative 
put forward at the Genoa conference, 
and at that gathering, which was, of 
course, representative of shipowners, 
rather than of passengers, the proposal, 


necessary 


supported — by delegates, was 


strongly opposed by others. 


some 


Opposition Manifested 


A) French introduced the 
subject, and British representatives gave 
support; but Norwegian, German and 
Swedish delegates opposed the scheme. 
Americans and Italians also were in op 
position, but there appeared to be some 
disposition to allow the project to be 
further examined, and eventually it was 
referred back to a sub-committee for ex 
amination of the arguments adduced at 
the conference debate. 

As the outline of the scheme had been 
circulated btfore the meeting of the 
conference, the views expressed were 
presumably considered) opinions. — The 
position, therefore, would appear to be 
that shipowners are divided on the ques- 
tion whether they want this scheme, and 
passengers, not being an organized 
body, have not had any opportunity of 
considering it seriously. As above re 
marked, it cannot be gathered that the 
proposal originated in any desire on the 
part of passengers for a new_ basis. 
There has been, however, in recent 
vears, a definite movement towards the 
formulaiton of some scheme in relation 
to emigrants, and it may be that that 
more limited aspect of the matter will 
require further consideration, 


pre fessor 


FEDERAL JURY DISAGREES 


Thompson Transit Co. of Cleveland Fails 
To Win Marine Case Against 
16 Companies 

A jury failed to agree in the trial of 
the suit of the Thompson Transit Co. 
against sixteen insurance companies in 
the Federal District Court at Cleveland, 
Ohio, for a total of $350,000, claimed to 
be lost on the freighter, “Lakeland,” 
which sank in Lake Michigan the latter 
part of last year near Sturgeon Bay, 
Lake Michigan. Plaintiff has intimated 
that another trial will be asked. 

Companies claim that the terms of the 
insurance contract had been violated and 
offered evidence to the effect that the 
sea cock was found open by divers only 
a short time ago. The owners presented 
testimony to the effect that the bottom 
of the boat had been damaged by. strik- 
ing an obstruction in a turning basin and 
that the seams thus made opened after 
the boat had started on its trip and 
caused it to sink. Jt was claimed that 
the pumps were in operation when the 
vessel sank. 
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The “Home” of Automobile Insurance| 


Chester M. Cloud 
Metropolitan Agent 
Automobile Dept. 
The Home Insurance Co., New York 


Maiden Lane 
John 
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EASTERN CONFERENCE MEETS 


C. W. Bailey, American of Newark, Suc- 
ceeds Guy E. Beardsley as Presi- 
dent; Other Officers Elected 
The Eastern Automobile Underwriters 
Conference held its annual meeting last 
week at its headquarters in New York 
City at which time C. W. bailey, presi- 
dent of the American of Newark, was 
elected) president to succeed Guy E. 
Beardsley, vice-president of the Aetna. 
H. P. Whitman, secretary of the Phoe- 
mx of Hartford, was elected vice-presi- 
dent of the Conference to succeed C. B. 
Roulet, assistant secretary of the Na- 
tional of Hartford. C. E. Case, assist 
ant manager of the North British & 
Mercantile, was re-elected treasurer, 
Following are those elected members 
of the executive committee: TL / 
Kruse, Appleton & Cox, chairman; W. 
M. Ballard, Commercial Union; W. F. 
Dooley, Continental; J. V. Fothergill, 
London & Lancashire; R. H. Goodwin, 
Fireman’s Fund; W. A. Hebert, Spring- 
field I. & M.; C. M. Campbell, Insur- 
ance Company of North America; P. L. 
Louis, Queen; R. I. Catlin, Automobile; 
C. M. Martindale, Home; C. R. Pitcher, 
Royal; and C. S. Timberlake, Hartford. 
Most of the meeting was devoted to 
routine matters and the election of of- 
ficers. Chairman Kruse of the executive 
committee, read his annual report, as 
did Chairman Timberlake of the theft 

committee, 


AUTO CONFERENCE TO MEET 


The annual meeting of the National 
Automobile Underwriters Conference 
will be held on Friday, November 20 in 
New York. This meeting was originally 
scheduled for late in October but 
postponed. 


Was 


JUDGE CONN ON CHRYSLER 


Ohio Commissioner Makes Sharp Com- 
ment on Agency Independent Situ- 
ation; Says Law is Valid 


Cominissioner Conn of Ohio, discussing 
the attitude of the Chrysler Motor Car 
Co. relative to resident agency laws, 
said this week: 

It is significant that the agency qualification 
question was not presented when the case of 
the Palmetto Insurance Co., against myself was 
heard in the United States Court at Columbus. 
If the act is not valid, we may as well know 
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1 South William 

















AUTOMOBILE INSURANCE 


United States Merchants & Shippers Insurance Co., New York 
Admitted Assets, $4,678,186.54 


Tokio Marine and Fire Insurance Co., Ltd., Tokio 
Admitted Assets, $6,601,491.37 


Indemnity Mutual Marine Assurance Co., Ltd., London 
Admitted Assets, $1,343,699.05 


WRITE FOR OUR AGENCY PROPOSITION 





& COX, 


Street, New York 


Inc. 











it. A sorry day for the insurance paying pub 
lic will have dawned, however, if we are te 
mitted to the practices of the Bourbons. 

As bearing on the validity of such laws, the 
Tennessee realtors’ case is interesting reading 
The United States Supreme Court there uphelj 
a statute to the effect that a person who wishes 
to broker real estate must have a_ license be 
fore he may engage in that business, such 
ficense not to be issued as of course but only jn 
event the applicant is qualified. Also ther 
is the Mackey case decided a few weeks ag 
by the Supreme Court of Missouri in whiel 
Superintendent Hyde was upheld. 

With due respect to Mr. Chrysler and his 
splendid car, it is suggested that the 
tank of his publicity 
too literally. 


vacuun 
department is functioning 


FARM RISK RATES 

Upon an application for an increase 
on farm rates, commissioner of Insur 
ance, W. Stanley Smith of Wisconsin, 
rendered the following 
week : 

“To secure official sanction for an in- 
crease in rate on any particular class 
of risks (as in this application; Fan 
Risks) a showing sbould he required 
nol only of a loss in underwriting by a 
comparison between carned premium 
and losses, bué a comparison of losses, 
with earned premiums plus the invest 
ment again, if any, derived from interest 
earnings on the premiums. contributed 
for such particular class of risks during 
a loss period of sufficient average dura- 
tion,—such a comparison, still showing 
a loss with a proper showing of econo- 
my in overhead cost or expense of man- 
agement would alone seem to justify an 
increase in rate.” 


opinion — last 


AT HARRISBURG MEETING 
Among the attending 
Pennsyl 


company men 
the annual convention of the 
vania Association of Insurance Agents 
last week at Harrisburg were the fol 
lowing: ©. C. Hannah, assistant manager 
of the Eastern Department of the Fire 
man’s Fund; I. W. Helm, branch mat- 
ager at Philadelphia of the Zurich; I. 
LL. Shove, manager of the automobile 
department of the United States Cast 
alty; D. S. Moorehead, secretary-treas 
urer, U. S. Casualty; E. S. Lott, 2nd. 
U. S. Casualty; and H. C. Davis, agence 
supervisor, U. S. Casualty. 


REGIONAL MEETINGS IN PENNA. 

The Insurance Federation of Pennsyl- 
vania is now holding a series of regional 
meetings over the state to educate the 
public on insurance matters. President 
William Goodwin is taking an active 
part in this campaign as well as other 
officers of the Federation. Wherever 
a regional meeting is held Chambers 0! 
Commerce are asked to cooperate and 
business men are invited to hear exper! 
insurance men talk about the business. 


HOLD REGIONAL MEETING 

The first regional conference ol the 
Virginia Association of Insurance Agents 
was scheduled to be held in Bristal 
Thursday of last wees with E. W. Kelly 
of that city as chairman of the meeting: 
Decision to hold regional conferences 1 
different sections of the state during the 
current year was reached at the last at 
nual meeting of the association held i 
Newport News in June. Date and place 
of the next conference is yet to he 
fixed, 
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J. A. O. Preus Astounded By Number 
of Congratulations 


The announcement that “Jake” Preus 
was to enter the insurance business 
after the first of the year as a Chicago 
producer—a member of the firm of W. 
A. Alexander & Co., one of the partners 
of which is Wade Fetzer, a long headed 
and exceedingly able casualty insurance 
man, was received with extreme pleasure 
in the business, not only because Mr. 
Preus—his initials are J. A. O.—was 
formerly governor of the state, but be- 
cause he is one of those fortunate in- 
dividuals who having been born with a 
most engaging personality has not killed 
his career by letting his personality do 
all the work. It is said he is greatly 
surprised at the number of congratula- 
tory messages which have poured in. 

Those whose walks of life throw them 
into wide contacts with their fellow men 
are frequently surprised to note that 
people who are most unattractive in 
personal appearance and manner are 
frequently at the top, although the 
handicaps they underwent at the start 
must have been terrific. Take the case 
of Galli-Curci, the opera singer, for ex- 
ample; or of Margot Asquith, the lite- 
rary wife of the former premier of Eng- 
land. They are two of the ugliest of 
the world’s great women in appearance, 
which handicap of nature quickly disap- 
pears when they start to talk, both hav- 
ing marvelous vivacity and abundance 
of spirits. 

On the other hand, how often do you 
meet a man to whom you would loan 
the contents of your pocketbook and 
want to have at your home for dinner, 
even though you know he is always a 
hard luck artist! These men with every 
social grace and manner just simply can- 
not click consistently. The explanation 
1s simple. Early in life everything came 
to them without effort and they began 
to trade on their personality, following 
the line of least resistance. Eventually, 
they run into situations where mere 
personality is not enough and those less 
gifted in looks and talents and graces 
lorge to the front by the exercise of 
those stereotyped but always winning 
qualities ; intelligence, industry, system. 


* * x 


Not Much Art Advance in Skyscrapers 


In view of the number of new insur- 
ance buildings going up, and other build- 
Mgs ot various kinds, some comments on 
Svyscraper architecture by Murray God- 
win of Detroit, are of more than passing 
terest. He is not much impressed by 
the progress in that difficult field of art 
—the designing of high buildings. Writ- 
mg to“ The American Mercury” he says : 

A new age means new problems that 
only a few find ways to handle. It’s easy, 
at present, to see that the majority of 
architects have failed ridiculously ta con- 
quer the technique required for the sky- 
Scraper or the modern industrial plant. 
How could it be otherwise? They ap- 
proach the problem Graeco-Roman fash- 











ion, get as far as the second story, and 
then just leave a blank space until they 
get to the top—that’s the skyscraper. 
With the industrial plant they fail even 
more thoroughly. With the requirements 
—maximum light and ventilation, mini- 
mum obstruction—before them, they con- 
trive (or did until lately) a cross be- 
tween a Victorian office building and a 
medieval fortress; so much has _ this 
been the case that no provision has in 
many cases been made for the multitude 
of pipes and conduits necessary to mod- 
ern production—they have to hang the 
things to the ceiling, or tear up the 
floor and bury them. The facts are 
even more damning when you consider 
the new flexible materials available—con- 
crete, steel and glass. However, just as 
Kahn has in large measure succeeded 
in licking the plant problem—as witness 
the Ford engineering laboratory and the 
new pressed steel plant at the Rouge— 
and the designers of the University of 
Pittsburgh, the skyscraper, so probably 
will painters be found who can_ take 
the modern world over the route.” 


te ab oo 


Color Schemes of Famous Men 


Some of the students of human nature 
and psychology in the insurance busi- 
ness may have an interesting idea that 
color schemes betray the characteristics 
of men. Is there such a connection? 

To illustrate: I have just received 
three personal letters from prominent 
men. Florence Ziegfeld, Jr., whose 
entire business life has been spent in 
close communion with beautiful women, 
has a letterhead with a border line run- 
ning all the way around the sheet and 
printed in red. H. L. Mecnken, editor 
of “The American Mercury,” «and_ this 


country’s leading satirist, writes on 
green stationery; and Horace L. Liver- 
ight, of Boni & Liveright, publishers 


of daring literature, uses at the top of 
his letterhead a trademark printed in 
pale blue. 


* * * 


Wrinkles 


Continuing the discussion of personal 
characteristics and what they designate, 
if anything, there is the old question of 
the wrinkles on the face of young men. 
There are certain wrinkles which are 
supposed to typify dissipation, said 
wrinkles being by the side of the mouth. 
There are others—those in the brow— 
which have been assumed to disclose 
constant use of one’s thinking appara- 
tus. As to the latter set of wrinkles 
these comments in the new book of 
that veteran and entertaining cartoonist, 
Walt McDougall, “This Is the Life,” 
may be illuminating ; 

“T happen to recall that onee when 
I had prefaced a remark with the words, 
‘T think, Arthur Brisbane, in the pride 
of having written a five-thousand-word 
story of a society wedding in one day, 
interrupted me. 

“*Think! You 


in the Face 


don’t think!’ he said 


contemptuously. ‘Why, you 
wrinkle on your face.’ 
“Arthur had, even in his early twen- 
ties, a plexus of deep-lined cryptic 
creases in his lofty dome’s front like 
those of a newborn setter pup, and quite 
naturally connected them with mental 
action. Instead of delivering a lecture 
upon these palpable evidences of cere- 
bral deficiency, | merely replied that I 
‘did not think with my skin.’ Age will 
tool the brow as does a_ bookbinder’s 
tool, but wrinkles in youth are atavistic 
blemishes like the short simian thumb 
and the canine incisors of the half-de- 
veloped Neanderthal man, and_ they 
usually indicate, if they denote any- 
thing, a difficulty in’ thinking.” 


haven’t a 


The McDougall book is printed by 
Alfred A. Knopf, New York. 
* * * 


Risk Inspection 


Every once in a while the writer hears 
a story that some field man inspected 
a special risk by taking a good look at 
it as he goes by on a Pullman car. 

Richard S. Kissam of the Travelers 
Fire was telling about inspection work 
in the good old days this week. Years 
ago he was a special agent of the Ni- 
agara and he and another special had 
assignments to inspect every risk in the 
towns they visited. Once he went to 
a town upstate which has a population 
of 1,000 people and spent four months 
in the town. 

* OK Ok 


What Lloyd George Is Talking About 


The question has been asked, “What 
is Lloyd George doing?” He has re- 
sumed Socialistic speech-making. On 
October 9 at Scotland, he 
made an address on “The Soil of the 
Nation,” predicting that landlordism 
would soon be in ruins. He talked of the 
number of acres in the Highlands which 
for centuries have been reserved for 
private deer hunting. The acreage of 
the deer forests has not decreased, he 
said. “Today there are ten thousand ap- 
plicants asking in vain for an opportu- 
nity to make a living by hard work on 
some lands which are being utilized for 
pleasure and only a few hundred of them 
have been satisfied. The fact is that the 
whole land system is an antiquated piece 
of machinery, utterly inept for modern 
conditions. There are factitious ob- 
stacles to the best utilization of British 
soil for the benefit of the nation, both 
in town and country.” 


Inverness, 


x Ok Ok 
Fire Insurance Directors 


One of the “duties” of directors of fire 
insurance companies is to give their 
o. k. to agency appointments. In _ the 
old days, when there were few appoint- 
ments, this function was undertaken se- 
riously, but nowadays the appointments 
cover so many pages of paper that such 
o. k. is, of course, merely routine. 

Directors of fire insurance companies 
of the first rank have an easy time at 
meetings and as they see the mounting 
assets and surplus they are in rare good 
humor. It was not always so, how- 
ever. Not so long ago the director of 
a great insurance company died and for 
years he was a most cantankerous per- 
son, wanting to know about everything 
and ready to make a speech at every op- 
portunity. The company had a_tem- 
porary run of tough luck, the surplus 
actually going down to $60,000. When it 
struck that figure he made an impas- 
sioned and highly pessimistic talk in 
which he prophesied that by the time 
the next meeting came along he sup- 
posed the surplus would be entirely 
wiped out. 

he president of the company asked 
him how many shares he owned and was 
told that he had two hundred. “All 
right, I'll buy them at the market price,” 
he declared. This was $125. For some 
time the director fought shy of turning 
over his stock but eventually agreed to 
part with one hundred shares. When he 
died the stock was selling at between 


$500 and $600. 


Thousands of Lazy Agents 
The number of fire insurance agents 
who do not collect more than $5,000 a 
year in premiums is said to run into 
the tens of thousands. Most of them 
are of thetype who throw suggestions 
from the head offices into the wastepaper 
basket and who, if told that a fire insur- 
ance company would write a policy guar- 
anteeing a 10% profit on every build- 
ing in the city, would not bestir them- 
selves to walk across the street and 
acquaint a landlord with the opportunity. 
There is considerable criticism in the 
head offices of the fire companies be- 
cause the agents’ associations do not 
devote more time to discussion of sales- 
manship matters at their conventions. 


* * * 


His Sons Are Insurance Men 


The recent silver anniversary of A. 
L. Saltzstein, manager of the New Eng- 
land Mutual in Wisconsin and upper 
Michigan, which was attended by a 
hundred agents of the company, and 
which was held in Milwaukee, was ar 
occasion containing a lot of very fine 
sentiment, as Mr. Saltzstein is regarded 
as an insurance general agent of the first 
rank with very high ideals, and he has 
brought several sons into the life insur 
ance business. 

The occasion was honored by the 
presence of Daniel F. Appel, president 
of the New England Mutual. Mr. Ap- 
pel presented Mr. Saltzstein with sev- 
eral beautiful gifts. 


* * * 


A Hartford Incident of Some Years Ago. 


The recent action of some Hartford 
clubs, in particular the Rotary, in’ bar- 
ring a distinguished British public man 
from talking because he was an active 
factor in the labor party, recalls the ex 
perience of Mark Twain and some 
friends while the humorist was living in 
that city and had announced that they 
intended to vote for Grover Cleveland. 
Mark Twain devotes considerable space 
in his “Autobiography” to the incident. 
Twain and his friends could not see 
James G. Blaine, the Republican candi- 
date for president, and refused to vote 
for him, getting in bad with leaders of 
the city in consequence. One of his 
friends, the late Charles Dudley Warner, 
a famous author, resigned his editorial 
connection with the Hartford “Courant” 
because of his refusal to go along with 
Blaine with the “Courant,” whose cati- 
didacy the newspaper decided to favor 
after having attacked his policies for 
sometime. Twain treated the incident 
humorously in his book, but it caused lots 
of heart burning at the time. 


* * * 


SOME UNUSUAL CLAIMS 


Insurance companies get some unique 
claims for damage. Three have come in 
lately to Cravens, Dargan and Company 
at Houston, says “The American In- 
surer.” 

One policy holder has sent in a dam- 
age claim for $75 stating that two goats 
butted all the veneer off his brand new 
Hudson sedan. The goats approached 
the car from opposite directions. Goat 
number one saw another goat in the re- 
flection. He ba-ba-baed and stepped 
back. Then he lunged. Goat number 
two repeated the performance on the 
other side. The goats continued to butt 
that car as long as the highly polished 
enamel reflected their images. 

Another claim was for the “partial 
loss of one Jersey calf.” It seems 
this calf was struck by lightning and 
burned. Practically all its hair was singed 
off but it was otherwise unhurt. Officials 
of the insurance company are debating 
whether to contest the claim until new 
hair grows and the suit is dismissed, or 
pay off and swear off. 

The third unusual 
new automobile finish. 


claim was for a 
Someone threw 


a rotten egg against the side of the car. 
The sulphur in the egg yolk ruined the 
finish. 
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siete and Hold-Up 
Losses Worry Carriers 


COMPANIES CURTAIL LINES 
Aetna Casualty & Surety Decreases Silk, 
Fur, Jewelry and Clothing Protec- 


tion; Rate Increases Possible 


and burglaries have grown at 
such a tremendous rate in New York 
that several insurance companies are re 
fusing to assume risks in certain classes 
ting them to limited amounts. 
company, the Aetna Casualty & 


Holdups 


or accel 


One 


Surety, has instructed its agents to de 
crease its silk, fur, jewelry, clothing and 
payroll protection, which items have of 
late been most affected by holdups and 
burglaries. Commenting upon the situ 
ation an article in the New York Times 
says in part: 

The action of the company has al 
ready been adopted, it was said, by some 
other companies and more would do the 
same. Some companies have been re 


fusing for six months, it was said, to 
underwrite risks on furs because of the 
great number of hold-ups and robberies 
of this class of merchandise. Other 
companies have been described as “tight” 
in writing insurance for silk and jewelry. 
None, it was said, will write insurance 
for stores or factories unless the policy 
holder is a member of a “protective” 
agency which installs burglar alarms and 


maintains a force of watchmen. 


[he increase in crime in New York 
has become so serious, it was said, that 
the Aetna Casualty and Surety will no 


longer write “block” insurance for a 
group of jewelry Heretofore it 
has been the only company in the United 
States to write such insurance. 

This company, it was said, took steps 
to reduce its risks after a thorough sur 
vey of determined upon what 
would be its “fair share” of the loss bur- 
den in the lines most seriously affected 
and in agreement with other companies 
arranged to distributé the policies in 


stores. 


lk SSeS, 


such a way as to make it possible to 
continue writing risks on fur, silk, jewel 
ry, clothing and payrolls. 
No Profits Made 
There are approximately thirty-five 
companies engaged in burglary and 
hold-up underwriting in New York. 


Phe Aetna’s plans, it was explained on 
behalf of the company, are intended, as 
the result of ten years of experience, to 
spread the losses, making smaller com- 
panies shoulder part of a constantly in 
creasing burden. It was said that for 


ten years burglary insurance companies 
have failed to make a profit on their 
operations, that many companies, re 
vardless of rate inereases in the five 
lines, have suffered steady losses and 
that the Aetna Casualty “just about 
broke even.” 

Officials of the Actna Casualty, it was 
said, jelt they owed duty to the pub 
lic to continue this class of business as 
long as possible, but when losses in 


decided it 
subject the 
which it 
spite of in 


creased month by month they 
Was their duty not to 
company to continued 
was declared persisted in 
creasing rates 
Officials of the 
that the situation 


also 


losse Ss 


Actna expressed hope 
would be improved, 


but maintained that the only way it 
could be improved would be to check 
crime to the extent that insurance com 


panies could write policies without charg 


Sammennied Writing 
Burglary With Care 


NATIONAL RESTRICTS COVERS 


Stops Issuing Policies on Furs and 
Jewelry Store Hold-up Policies; 


Great Crime Wave 


Joel Rathbone, vice-president of the 
National Surety said this week to the 
New York “Evening Post”: 


“There's a $2,000,000,000 crime wave, 
the worst the country ever had—or New 
York, for that matter. 

“The National Surety Company has 


ccased to issue policies on furs in stores 
and lofts, ‘open furs,’ as they are 
called. 

“All the companies are afraid of fur 
policies. kor a time there were more fur 
robberies than jewel thefts. urs are 
more easily handled by criminals and less 
casily identified. It’s not hard to make 
off with an automobile load of neck 
pieces and coats, each worth $1,000. or 
more. Asa matter of self-protection, the 
furriers have organized their own police 


stock 


and alarm system 
“The National Surety Company has 
ceased writing policies on jewelry store 


deal with robberies in 
attacks on salesmen on the 


hold-ups. These 
the stores or 
street. 


“With the 


proper precautions, we are 
still insuring, with an ironclad limit of 
$50 an item, for breaking into stores. But 


no sneak-thief 
It’s too risky. 
chance it 


insurance for jewelers! 
No casualty company will 
today.” 

increased rates 


ing “the tremendously 


which otherwise would have to be 
charged if losses continue as numerous 
and as large as they have been running. 


Rate Increase Predicted 


men said the increase 
in rates has moderate in compari 
with the risks in New York. The 
situation in Chicago was said to be simi 
lar. but the decision to limit losses of 
company by distributing the 
risk among other companies willing to 
assume their share of the total burden 
concerns only New York at present. lur, 
silk, jewelry, payroll and clothing insur 
ance burglary risks, therefore, are being 
taken after careful consideration of all 
hazards possible in a period which is 
characterized as one of extreme serious 
ness. 

Robberies or hold-ups in these classes 
involved single instances of 
as $600,000, and there have 
been past few months 
amounting to as much as $150,000 to 
$200,000, it was said. 

Insurance men estimated 
present crime wave continues, 
rates on the five 
be raised at least 
the insurance 


Phe imsurance 
been 


son 


a single 


of goods 
losses as high 
losses in the 


that if the 
burglary 
classes would have to 
200 per cent. Further, 
companies are said to be 
concerned with what is known as the 
moral hazard during crime waves, the 
tendency of persons obtaining insurance 
to fail to make customary safeguards in 
protecting their goods. 


OFFERS 10% BONUS 


The Commercial Casualty is offering 


a 10% bonus to brokers for new per- 
sonal accident and health business dur- 
ing the period, November 1 to Decem 
ber 31. 
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Ball Club Not Liable 


For Spectator Injury 


STAND SCREENS UNNECESSARY 


N. Y. American League Club Wins 


Suit 


Brought by Injured Spectator For 


Loss of Sight 


Following dete 
a jury in Justice John L. Walsh's pa 
the Bronx Supreme Court 
verdict in favor of the New 


minutes deliberating 


rt of 


returned a 


York Ameri- 
can League Baseball Club, owners of 
the Yankee Stadium, defendants in a 
suit for $25,000 damages, brought by 
George Martin, of the Bronx for the 
loss of the sight of his right eye. Martin 
testified that in May, 1922 he was struck 


by a batted ball while watching a | 


JaASC- 


ball game and later lost the sight of his 
eye. Justice Walsh in instructing the 
jury before retiring, told it that no pre- 
cedent existed in which a spectator sued 
a baseball club for injuries sustained 
during a game. 

William S$. O'Connell, attorney ap- 
peared for Martin, while the baseball 
club was represented by Ireland, Caver- 


ley & Hanley, counselors-at-law. 


The plaintitf claimed that the defend 


ant was negligent in that it failed to 
have a proper screen or other safe- 
guard similar to that provided behind 
home plate to protect those persons in 
the grandstand from being struck by 
batted balls propelled by players. The 
defendant claimed that the plaintiff in 
placing himself in that section of the 
grandstand which was unprotected by a 


screen, was guilty of contributory negli- 


gence as a matter of 
The law 


law. 

memorandus of 
tives of the defendant submitted it 
case Stated in part: “Any 
with a game of baseball, 
from. its professional 
mind the keenness 
tors become interested in the game 
watch its every play, will see the 
practicability of 
grandstand. 


aspect 
with which sp 


ball 


Baseballs in a 





screening the e 


representa 


1 the 


one familiar 
and especially 
having in 


ecta- 
and 
im- 
ntire 


game 


FAVORS COMPENSATION ACT 


Voters of Arizona, at the 
special election, by a majority of 
than 2,000 favor the state’s new 
men’s compensation act. The new 
establishes a commission of three te 
minister the funds provided, the 
bursements to be as high as any 
in the Union, and much higher 
many, 


September 


more 


work- 


law 
) ad- 
dis- 
state 
than 


are wont to be batted to every part of 
the field. The reason the screen is placed 
behind the catchers place is because of 
the fact that foul balls are wont to go 
there, the greater number being con- 
centrated behind the catcher, and at dif- 
ferent periods of the game and at dif- 
ferent times, foul balls are wont to be 
distributed over the entire field, in fact, 
straight hits are often into center field 


where spectators are seated. Following 
out the contentions of the plaintiff, one 
can see how far this _— lead.” 


. A. SNYDER APPOINTED 


Becomes Manager of Claim Department 
of Central West Casualty; Formerly 
With Maryland Casualty 


Ivan A. Snyder has been appointed 
manager of the claim department of the 
Central West Casualty. He was formerly 
superintendent of the automobile claims 
at the home office of the Maryland Cas- 
ualty. 

Mr. Snyder graduated 
department of the 
land in the 
extensive 
classes of 
1916, to 


from the law 
University of Mary- 
class of 1911. He has had an 
experience in handling all 
casualty claims. From July, 
June, 1917, he was adjuster for 


the Maryland Casualty at Philadelphia. 
July, 1917, to March, 1918, he served 
the company in like capacity at Atlanta, 


working in Georgia and South Carolina. 
From March, 1918,-to March, 1920, he 
Was manager of their Denver claim di- 
vision, March, 1920, to March, 1924, he 
was manager of the Elmira, N_ Y., claim 
division. In March, 1924, Mr. Snyder was 
appointed superintendent of automobile 
claims at the home office of the Mary- 
land Casualty. 


TO LIQUIDATE MUTUAL 
An order for the liquidation of the 
20th Century Mutual Automobile Insur- 
ance Co., by the New York Insurance 
Department under section 63 has been 
ordered by Justice Glennon of the Su- 

preme Court. 
The opinion of 
a study of 
pany, 


sCcrves 


Justice Glennon after 
affidavits submitted by com- 
denying any impairment of re- 
and assets stated: “I am _ con- 
vinced that after a careful reading of the 
affidavits that further transactions ol 
business will be hazardous to its policy- 
holders or to its creditors, or to the 
public, and consequently I am of the 
opinion that the application for an 
order pursuant to the provisions of sec- 
tion 63 of the insurance law should be 
granted.” 
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P. Tecumseh Sherman 
On British 1923 Act 


BRIEF REVIEW OF SITUATION 


Employes Can’t Do What They Please 
In Working Hours and Hold Em- 
ployers Responsible 


October 16th issue of THe 


UNDERWRITER 


In the 
EASTERN 
article under the heading, “Meaning of 
Workmen's 1923 
In Great Was an abstract 


appeared = an 


Compensatoin Act of 
3ritain.” It 
of an article written by a special cor- 
respondent to the Liverpool “Journal 
In ofder to bring out 
more clearly the British law and de- 


cisions THe EASTERN UNDERWRITER pre- 


of Commerce. 


sents herewith the following memoran- 


dum made bv P. Tecumseh Sherman, 
New York lawyer and expert on work 
men’s compensation : 

“Under the British Act of 1906, an ac 
cident did not ‘arise out of the employ 
ment’ if it happened because the injured 
person was acting in yiolation of a pub- 
lic regulation or his employer’s instruc- 
tions. The Act of 1923 amended the 
Act of 1906 to provide that such an ac- 
cident shall be deemed to Arise out of 
the employment, if the act causing the 
accident was done by the workman for 
the purpose of and in connection with his 
employer’s trade or business, 

“The gist of the article is a complaint 
that the amended act is being wrongly 
construed to deny compensation where 
a workman is injured doing something 
for the purpose of and in connection 
with his employer’s trade or business, but 
outside the sphere of his employment. 


That messes up the facts. The deci 
sion being ‘knocked’ is Davies v. Gwan- 


cacguren Colliery Co,, XVIT BL WW. C. C. 
181, wherein it was held that, nothwith 
standing the 1923 amendment, a collier 
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who was injured in an abandoned and 
fenced off part of a mine, entrance into 
which was forbidden, where he had gone 
to hang up his hat and coat, was not 
entitled to compensation, for the reason 
that he had departed from the scope ot 
his employment, in other words, had 
gone into the forbidden part of the 
mine for his own purposes and not for 
the purpose of and in connection with 
his employer's trade or business. 

“Plainly and clearly, the amendment 
cannot be construed to apply to such 
cases. To give it the effect contended 
for in this article would ignore its plain 
terms and construe it (without any basis 
whatsoever) to repeal the requirement 
that the accident must ‘arise out of and 
in the course of the employment, so 
that an employe could do what he pleas- 
es, for his own purposes, during working 
hours, and yet hold the employer re- 
sponsible for the consequences which 
is nonsense. The whole thing smacks of 
demagogism.” 


NEW INCORPORATION 
H. If. Werle Company, Ine., New York 
City, realty and insurance, has been 
chartered at Albany with $5,000 capital. 
The directors and subscribers are H. 
I., D. M. and Bertha Werle of Long 
Island City. 


ISSUING HOSPITAL COVER 


Commercial Casualty Offering Protec- 
tion Against Hospital Expenses; 
Schedule of Rates and Benefits 
The 
a hospital indemnity policy covering all 
ordinary expenses while the assured is 
confined in a hospital including bed, 
board, floor nurse, medicines, use of 
operating room, administration of an- 
aesthetics, laboratory examinations, X- 
ray photographs and ambulance con- 

veyance. 

The contents of the policy in brief are 
as follows: No medical examination is 
required. The policy covers any hospi- 
tal in the United States or Canada. It 
pays expenses from any cause except 
alcoholism, drug habits, insanity, mental 
or venereal diseases, or child-birth. It 
covers from the first day while in a 
hospital, for a limit of thirteen weeks 
and is issued to an assured’s entire fam- 
ily if desired, 

The policy goes into effect in cases 
of accident from date of payment of 
premium but in case of sickness goes 
into effect fifteen days from payment 
of premium. There are no restrictions 
as to number of times the insured may 
enter or re-enter a hospital during the 
life of the policy. ‘ 


Commercial Casualty has issued 


Page 31 
Premium rates and schedule of ben- 
efits are as follows: 
PER PERSON 
ANNUAL PREMIUMS Weekly 
Children Payments 
Adults under 16 to Hospital for 
years of age Each Individual 
$22 $11 Pays $70 
18 9 = ee 
14 7 “« 40 
10 5 « @ 
8 4 - & 


ADEQUATE LIMITS 


Argument for Correct Coverage on 
Residence Burglary by Independence 
Indemnity 
for resi- 
dence burglary policies the Independence 

Indemnity says: 


Discussing adequate limits 


“We believe it advisable to call to our 
agents’ attention the desirability of sell- 
irig Residence Insurance in 
amounts which are in proportion to the 
value of the property exposed. Many 
policies are issued for $1000 to people 
of considerable means who are subjected 
to loss which might greatly exceed the 
amount of insurance under their policy. 
In soliciting the business the agent 
should size up his risk and offer an 
amount of insurance which might reason- 
ably be expected to cover any loss by 
burglary or theft. An attempt should 
be made to determine the approximate 
value of jewelry, sterling silverware and 
furs, and this property should be fully 
covered. Then a fair amount of insur- 
ance should be placed on the other 
household articles. It is embarrassing 
for an agent to find one of his clients 
with a loss which greatly exceeds the 
amount of his policy. No doubt in many 
cases the insured would feel that the 
agent should have given him a_ con- 
tract which would take care of his loss. 
With a little effort very likely many 
$1000 risks could be increased greatly, 
thereby benefiting the agent ; 
commission standpoint.” 


Burglary 


from a 
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We extend our sincere congratulations to 
‘President ‘Butler and The Travelers on 


the tenth anniversary of his 
election as ‘President 


Maryland (asualty Company 


F. Hightanas ‘Burns, “President 


Capitai and Surplus over $10,000,000.00 

















Pape 32 





ed ea alle 


=) THE EASTERN 
UNDERWRITER © 











i 





November 6, 1925 








New Company To Cover 
Fees of Physicians 
FAMILY MEDICAL SERVICES, LTD. 


Interesting Way of Figuring Rates; 
They Are Lloyds’ 


Guarantee Back of Scheme 


Experimental; 


The Family Medical Services, Ltd., is 
the ame of an insurance company just 
floated at Manchester, England, to car 
ry on a new class of insurance business. 
This is todemnify householders of mod- 
erate incomes against the possibility of 
financial diffieulties due to heavy doctors’ 
bills of 


surgeons’ fees for Operations. 


Phe scheme of benefits atid jreniitims 


is admittedly experimental, as thie Haz 
difficult 
Possibly it is for this rea 


ards referred to are ones to 
estimate 
son that the company is actually stand 
ing in the position of a brokerage firm, 
itself, but 


jiassing the wlhiole te a strong syndicate 


carrying none of the risk 
of Lloyds underwriters. 


The scheme of insurance falls into 


two parts. First, there is a provision 


covering ordinary doctors’ fees only; 
secondly, there is cover for doctors’ fees 
plus the cost of operations and other in 
cidental expenses arising therefrom, 


The Rates 


At the ordinary rates men up to 45 
and women up to 40 are covered as 
well as children over 12 years of age. 
Children under two years are not ac 
cepted and children between that age 
and 12 only off payment of an additional 
premium. For men between 45 atid 50 
and women between 40 and 45 years an 
additional premium of 25% is charged. 
No applicant over fifty years at entry 
will be accepted. All the members. of 
the insured family must be covered, but 
a percentage is allowed according to the 
number of 
three. 


persons in a family above 

It will be necessary to find out what 
a doctor is going to charge per visit 
before the insurance is taken out, the 
first part of the scheme being based on 


his fee. Suppose this is as low as $1.90 
a visit. (Such a figure is taken merely 


by way of illustration because most doc 
tors charge $2.50 of more, up to $5.) 
On this $1.90 basis the head of the fam 
ily pays $7.50 per insured person. per 
annum, of which figure he would get a 
reduction of five per cent if four persons 
were insured, ten per cent if the num- 
ber were five, ete. For this premium 
the company will pay the doctor’s. bill 
at $1.90 a visit up to fifty visits in any 
one year, but the insured has to carry 
the first $12.50 of the risk plus an addi 
tion of $3.75 for each person 


a, insured 
above two. Che company also 


7 agrees 
to pay, for the premium mentioned, four- 
fifths of the following sums (a limit of 
two hundred and fifty dollars being im- 
posed for each person during any one 
year): $75 for each minor operation, 
$125 for each major operation, and $125 
for nursing and other charges. 

; Now take the case where a doctor 
is charging higher fees, say $5 a visit. 
Here a premium of $16.50 per person 


The Bmployers’ Liability 
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might be paid for the following benefits : 


$5 a doctor's visit up to fifty dollars, the 
insured bearitiz the first $40 of the bill 
plus $8 for each person insured cover 
two. On the score of operations lour- 
fifths of $250 would be paid for a minor 
one, for a major one the same propor- 
tian of $500, as well as four-fifths of 
$5(4) for nursing and other charges. In 
this case there would be a limit of $1,000 
set for any insured in any one year. 


Four Scales of Operation Payments 


There are four different scales for 
operation payments and any ot these 
cau. be combined with the doctors’ bill 
insurance on payment of the respective 
premium, Thus the man with the cheap 
doctor can pay on the high operation 
scale and the man with the more ex- 
pelsive one €al economize on opera- 
tions if he wishes. : 

Exaimined from the viewpoint of what 
this cover costs per week it will be seen 
that the doctors’ fees iisuran€ée costs 
from about 7 cents to 19 cents weékly 
for each insured person, whilst the oper- 
ation benefits can be obtained for an ad- 
ditional 7 to 20 cents per head. Looked 
at thus the scheme makes a_ stronger 
appeal to the average householder than 
when he thinks in terms of a whole 
yeaf's prehiiin, 

Lord Dawson, the King's Physician, 
said not so long back: “The cost of 
preserving good health is becommig ift= 
creasingly burdensome to the middle 


classes.” 


Some Like Operations 


One of the most interesting parts of 
the scheme is that whereby the under- 
writers seek to keep down the cost 
of — operations. There are certain 
people—too often aided and abetted by 
surgeous—who seem to like surgical 
operations. Steps have therefore been 
taken to ensure that operations under- 
taketi are really urgent and called for. 
In other cases the scheme might quickly 
be wrecked. ‘The company recognizes 
this to the full, henee the policy condi- 
tion’ which runs as follows: “The un- 
derwriters only pay four-fifths of the 
sum stated below under each scheme 
for the cost of an operation and nurs- 
ing and other charges, with a limit per 
annum per person, as it is an essential 
feature of the scheme that the inter- 
ests of the underwriters and the insured 
should be identical in the matter of the 
cost of operation so that the cost of in- 
surance may be kept as low as possible.” 

Of course, the rates and conditions of 
this policy are only experimental. The 
whole scheme is somewhat in the na- 
ture of a leap in the dark. Should it 
prove a success valuable experience will 
be obtained enabling rates of premium 
to be fixed with more accuracy than thev 
can be at present. 
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THE RESTAURANT MUTUAL 


Hopes To Cut Down Fraud Claims; Will 
Insist Upon Cleanliness and Safety 
Devices 

Samuel Miller of the law firm of 
Rabenold & Scribner, New York, who 
had direct charge of the drafting of the 
plan of the new Restaurant Owners’ 
Mutual Insurance Company this week 
made some comments upon the company. 
He thinks it will help cut down fraud 
claims among other things. 

The Restaurant Owners’ Mutual will 
be the second such company in the food 
industries, the first being the Bakers’ 
Mutual. Both follow the same general 
plan. 

The company will help protect the 
health of its employes; it will look after 
cleanliness; it will see to safety devices, 
including such little details as putting 
sawdust on the floor as a prevention of 
slipping. 
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Agents and Brokers! 


Know Where and How to Get Bond 
Business 


HAVE AT HAND THE 


FIDELITY & SURETY 
BOND DIGEST 


(Copyrighted 1925) 


JUST OUT 


Fits the Pocket 


Complete Information at a Quick Glance 


It supplies a long felt need. It enables the inexperienced 
to handle any ordinary form of bond intelligently. 

Descriptions of coverage. 
The business in brief and in plain English. 


Definitions. Requirements. 


KEEP THIS UNEQUALED GUIDE ON BONDS 
IN YOUR OFFICE OR ON YOUR PERSON 


THERE IS NOTHING LIKE THE 


FIDELITY & SURETY BOND DIGEST 
($2.00) 
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Broderic Sets New 
Production Record 


137 APPLICATIONS IN DAY 
Accident and Health Feat Established by 
California Agent Broken by Rep- 


resentative “ Travelers 


Hubert D. Broderic, of the Boston 
office of The Travelers Insurance, has 
broken the world record in the number 





HUBERT D. BRODERIC 


for accident and 
secured in a single day, 
a total number of 137 such ap- 


of new applications 
health insurance 
securing 


plications on Thursday, October 29th, 
during a ten weeks’ Testimonial Cam 


paign in honor of the tenth anniversary 








C. A. CRAIG, President 





W. R. WILLS, Vice-Pres. 


The National Life and Accident Insurance Company 


NASHVILLE, TENNESSEE 


Industrial, Life, Health and Accident Insurance 
in ONE Policy 


C. R. CLEMENTS, Sec. & Treas. 








of the administration of 
I. Butler. 
The best 
Broderic 
this effort 


President Louis 


previous record when Mr. 
began to make his plans for 

was 84 such applications, a 
record that had stood for a number of 
years—but before he had completed his 
preparations a new record was set up by 
an agent in Angeles, who on Oc- 
tober 14th secured 117 such applications, 
working between 6:30 A. M. and 11:30 P. 
M.; and an Indianapolis agens at about 
the same time had secured 86 such appli- 
cations in a single day. 

Mr. Broderic’s accomplishment 
made possible only through a 
devised system. From 
number of clients he 
twenty who carry such insurance with 
him and who appreciate its benefits. 
From each of these he secured ten or a 


Los 


was 
carefully 
among his large 
secured fifteen or 


dozen names of their friends to whom 
a carefully prepared series of letters, 
bearing upon the necessity of accident 
insurance, were sent. These letters 


finally also carried the information that 
the agent was about to attempt to break 


the world record, and their interest and 
curiosity was aroused along with the 
business proposition. It was then only 


a matter of securing the 
and all were advised that 
was to be the big day. 
Mr. Broderic is thirty-six years of age 
and has been in the insurance 
five years with the same 


applications, 
October 29th 


business 
company. 


A. M. GORDON APPOINTED 


Becomes Méusaw of Accident and 
Health Department of Cameron & 
Kavel Agency of Aetna 
Cameron & 
the Aetna Life 
pointed A. M, nmiandager of 
its accident and health department. Mr. 
Gordon the Equitable 


Kavel, general agents of 


at Minneapolis, have ap 
Gordon, as 
was formerly of 
Loan Association. 


Coincident with this announcement it 


has been announced that the 


Aetna has 


taken additional space on the twelfth 
floor of the Metropolitan Life Building 
at Minneapolis, Cameron & Kavel oc- 


cupying part of this floor and the Aetna 
Automobile, casualty and surety depart- 
ments, occupying the remaining space 


WILL JOIN AGENTS’ ASSOCIATION 

Albert N. Willson has resigned from 
the editorial staff of Tue Eastern 
UNnpberwriter, effective November 21st, 
in order to go with the National Asso 
ciation of Insurance Agents. He will 
work there in’ connection with the 
“American Agency Bulletin.” Before 
coming with this paper Mr. Willson was 
on the staff of the “Wall Street Journal.” 


He is an industrious worker and has a 
considerable acquaintance with casualty 
people. 





BLODGETT GETS CONTROL 








Founder and Former President of 
Southwestern Automobile To 
Liquidate Company 
Under a rehabilitation plan sanctioned 
by the California 
J. L. Blodgett, and president 
until a short time ago of the Southwest- 


Insurance Department 


founder 


ern Automobile Insurance Co., of Los 
Angeles, gets absolute control of the 
company and will liquidate its affairs. 
This came about as a result of the im- 
pairment of the company’s capital, its 
seizure by the Insurance Department 


aid efforts to protect policyholders. 
Mr. Blodgett has been given complete 
control of the stock, it be 


lig transferred to Department 


company’s 


him by 


officials after he had deposited $100,000 
in cash with the department, released 


the company of all liability insofar as the 

Blodgett Finance Co. is concerned and 

aranged to liquidate the company. 
With the contribution of the above 


amount and the liability the 
company has an unimpaired tcapital of 
$100,000 and other assets amounting to 
$82,000 making it insolvent and permit- 
ting of the continuance of business. 


release of 


REQUEST RECEIVER 

The Denver Agency Corporation which 
was organized October 20, 1921, it is 
alleged has been inoperative since De 
cember 31, 1923 and 
Casey, a claim holder, 
ceiver be appointed, charging that he 
is unable to locate any officer or di- 
rector of the concern who will cooperate 
toward the end of a settlement, yet 
there are securities within a safety de 
posit box at the Colorado National Bank 
The case is before the 
court. 


now George § 


that a re- 


asks 


Denver district 
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Accident, Automobile Liability, 


mobile Property Damage, Aut 
Collision. 


Burglary. 





tractors’ Liability, Credit. 


Fly-wheel Breakage. 


General Liability, 
Group Accident and 


Health, Hold-Up. 
Landlords’ Liability, Larceny. 


Sickness. 


Liability. 


Liability. 
Plate Glass, Public Liability. 
Salary, Steam Boiler. 


Teams 
Damage, Theatre, 


Use and Occupancy. 
Workmen’s Compensation. 
Workmen’s CoHective. 








The LONDON urites : 


Auto- 
omobile 


Contractors’ Contingent Liability, Con 


Electrical Ma , Eleva- 
tor Liability, Elevator Property 
Damage, Employers’ Liability, 
Breakage 


Golf and Game, 


Manufacturers’ Liability, Marine 


ity, Owners’ Construction 


Liability, Teams Preperty 
Theft. 





THE SUPER-SERVICE COMPANY 








other business: 
Government: 


other insurance system: 


structure: 


my ‘friends. 


HEAD OFFICE: 
55 Fifth Ave. New York 
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I BELIEVE 


—in the fundamental principles of Stock Company Insurance: 
—in the economic theory of private ownership upon which it is founded and which it advocates for 


—that Stock Company Insurance sustains a correct relation to the principles of our American 
—that it functions more effectively as a factor in the conduct of American business than does any 


—that it is and must be conducted up to a standard rather than down to a price: 
—that it has been and now is an essential factor in the development and maintenance of our economic 


—that its future prosperity depends upon how well it serves the insuring public rather than upon 
theoretical sales devices invented to meet temporary expediences. 


THEREFORE 


I am willing to be known in my community as its advocate and by the fruits which it bears. 
With confidence I offer it to my friends and my neighbors and to those whom I would have to be 


LONDON GUARANTEE & ACCIDENT 


COMPANY, LTD. 


UNITED STATES BOARD 
F. W. LAWSON—Chairman 


P. Beresford, U. $. Mgr. Phoenix Assurance Co., Ltd., of London 
D. R. Forgan, Vice Chairman, National Bank of Republic - - 
Fred L. Gray, of Fred L. Gray Co., Gem. Agents - - ° 
W. C. Potter, President, Guaranty Trust Company ef New York - 


Geo. D. Webb, of Conkling, Price & Webb, Gen. Agents - - = - 
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Cc. M. BERGER 
United States Manager 


New York 
Chicago 
Minneapolis 
New York 
Chicago 
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Says Agency System 
Cannot Be Junked 


BENNETT’S TALK IN BOSTON 


Contends Nation’s Policy of Individual 
Rights Blocks Way to Branch 
Office System 


Walter H 
National 
Agents, 


Bennett, secretary of the 

Insurance 
the 
Massachusetts 
City 
evening, 


\ssociation ol 


speaking before annual 


convention of the Asso 


Joston 


Club in Bos 
October 30, 
further developed the advantages of the 


System. He 


ciation at the 


ton on Friday 


American Agency said in 
part 

“There are more obstacles in the way 
of the branch office apostles, however 
No other plan of distributing insurance 
to the public is possible in these United 
States, because there is nothing that 1s 


more typically American than the Amer 


ican Agency System It should be es 
pecially dear to you men of Massachu 
setts, whose foretathers were the first to 
fight and die for colonial and individual 
rights The American Agency System 


give s every agent a business of his own 
to be cherished and developed as he de 
sires, for himself. It gives him a dignity 
and pride which he would under 
any other system. No finer example oi 
the opportunity for individual expression 
exists in America than the American 
\gency System. And be it recalled 
that Lexington and Concord remain as 
monuments to men who wished freedom 
and a chance to express their individual 
ism. The spirit of Adams and Hancock 
must certainly assure you tonight that 
yours is a cause worthy of the descend 
ants of these great forebears. 

“We maintain, and we have support 
for our position, that most of the evils 
in our business could be cured by a re 
turn to the responsible company-agency 
relationship that prevailed years ago. 
Some advocates of the branch office sys 
tem held that a return to those ideal con- 
ditions has been made impossible by 
latter day developments in’ insurance. 
Recently the president of the West Vir 
vinia Association of Insurance Agents 
said that the re-establishment of the sole 
agency plan in his state had already been 


kk msc 


of great benefit and would continue to 
be of benefit and would continue to be 
be of benefit for years to come. With a 


very tew exceptions the companies doing 
business in the state agreed voluntarily 
to this form of agency representation. 
That action has significance. 

“From the time of its organization the 
National Association has stood firm 
against wrong practices and in favor of 
right principles in insurance. It has been 


the only insurance body that stood for’ 


idealism in the business. It has long 
been a stabilizer and a beneficent influ- 
ence, It holds that the American 
Agency is indispensable in serving the 
public with insurance, and its work 
covering more than a quarter century, 
has been ample proof of the value to the 
public and the need of the System. 
Shall it be tossed into the junk heap be- 
cause a few doubting Thomases are 
greedy for more premiums? 

“What will then be done with baneful 
insurance legislation? How is beneficial 
legislation to be secured? What will 
then be the avenue of public approach? 
What agency will then be the point of 
contact between the companies and the 
public? Who will then remove public 
prejudice and stabilize public opinion? 
Where will then be found an effective 
influence to take the mystery out of in- 
surance now lodged in the public mind? 
Whence will come the army of conserva- 
tion and the forces so necessary to save 
the American people from the folly of 
constantly mounting losses? Who will 
then become the champion of principles 
and the protagonist of right practices? 
In short, who will then do what the or- 
ganized agents of America are now 
doing and have been doing for a quarter 
of a century for the business of insur- 


7” 
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CASH CAPITAL 
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Union Indemnity 


a ee FIDELITY and SURETY BONDS 
eS 7 Accident, Health, Burglary 
Automobile, Liability, Plate Glass 


Workmen’s Compensation Insurance 


EXECUTIVE OFFICES: EASTERN DEPARTMENT: 
UNION INDEMNITY BL 
NEW ORLEANS 


Company 
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NEW YORK 








NOT NAMED AS YET 


New, Casualty Company of Aetna In- 
surance Co. Will Probably Be In- 
corporated in New York State 


Officers of the Aetna 
that it the 
in the near future arrangements 


Insurance Co., 


announce was intention to 
advance 
for the incorporation of the casualty in 


surance company which is to cooperate 
with the Aetna and which the Aetna is 
to organize. It is not intended to await 
the coming of the next general assembly, 
but to incorporate in some other state, 
New York. In this case the 
matter is to be laid before James A. 
scha, superintendent of insurance in 
New York state 

The name of the coming company is 
not as yet determined, nor are the in- 
corporators selected. The new company 
will be finaneed through the Mayflower 
Securities company, the holding com 
pany owned by the Aetna. 

The new company will be the second 
organized by the Aetna as a subsidiary 
concern. The first is the World Fire 
and Marine. The charter for this was 
:pproved May 11, 1921, and amended 
April 12, 1923 and the company was 
started in 1923. The incorporators of 
the World were Leon P. Broadhurst, 
William R. C. Corson, George L. Burn- 
ham, Elijah C. Johnson, Charles A. 
Goodwin, Clifford D. Perkins, Moses 
Fox and Edwin S. Allen. 


possibly 





PLANS GREATER USEFULNESS 

Edson S. Lott, president of the United 
States Casualty, and the new president 
of the Insurance Institute of America, 
proposes to devote considerable time and 
energy in increasing the usefulness of 
the Institute. He hopes to devise a plan 
to interest more companies in the in 
stitute and thereby secure greater finan 
cial support. 








THE ESSAY CONTEST 
Many Men in Insurance Offices Now 
Writing About Casualty and Bond- 
ing as a Life Work 
Judging by telephone messages and 
other signs quite a number of people in 
insurance offices are preparing essays 
telling why in their opinion young men 
and women should enter the casualty 
and bonding business as a life work. 
These essays will be submitted in the 
contest for prizes offered by F. High- 
lands Burns, president of the Maryland 
Casualty. The first prize is $100; second 
prize, $50; third prize, $25; fourth prize, 
$15; fifth prize, $10. No winning essay 
can exceed seven hundred words. The 
manuscripts, unsigned, are to be placed 
in a large envelope; the name and ad- 
dress of the essayist in a sma#ler sealed 
envelope to be placed in the larger en- 
velope with the manuscript. All essays 
must reach the chairman of the exam- 
ing committee, Clarence Axman, 86 
Fulton Street, New York, not later than 

December 1, 1925. 


STEWARD LEITCH RESIGNS 

Steward Leitch, agency superintend- 
ent of the Royal Indemnity and_ the 
Kagle Indemnity, has resigned, and be- 
comes vice-president of M. S. Bowman 
& Co., of Philadelphia. This company 
was recently appointed as general 
agents of the Eagle Indemnity. Mr. 
Leitch will specialize in the development 
of the Eagle Indemnity’s business in 
the Philadelphia territory. Mr. Leitch 
has been in the casualty business for 
the past twenty years, the last five of 
which were spent with the Eagle and 
the Royal. 


Ludwig Hess, Inc., New York City, 
insurance, has been chartered at Albany 
with $10,000 capital by Ludwig Hess, 
Gertrude Mendelsohn and B. M. Gordon. 
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Surplus and Reserves as to Policy Holders Over $3,000,000 


asualty Company 
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Vahey’s Latest Move 
Stirs Much Interest 


WITH NORTH AMERICAN LLOYpDs5 


Michigan Department Officials Watch 
His Appointment as Attorney-in-Fact 
of a Chicago Venture 


department 





Insurance officials — are 
manifesting considerable interest in the 
recent announcement that Lowry Vahey 
is attorney-in-fact for the newly organ. 
ized North American Lloyds, the lates 
Mr. Vahey’ 
fields have for 
interest, each successive 
enterprise adding to this interest. 
As secretary of the Peninsular Casy. 
alty, Mr. Vahey first was brought t 
the attention of the department. — This 
Grand Rapids concern was reorganized 
as the Northern Indemnity Corp. Mr 
Vahey remained at that time as sec. 
retary and he also maintained an agency 
contract. The company was at last re. 


Chicago Lloyds company. 
operations in various 


long been of 


‘organized again under the name of the 


Michigan Surety which, under the guid. 
ing hand of Frank H. Ellsworth, former 
insurance commissioner, is now on a 
prosperous basis with its home offices in 
Lansing. Fidelity and surety business 
only is now written by the company, It 
was reported to the insurance depart- 
ment that Mr. Vahey’s agency contract 
with the Northern Indemnity was ter- 
minated. 

Mr. Vahey’s next operations took hiv 
into the national banking field at Law. 
ton. 

At another time, an attempt was made 
by Mr. Vahey to organize an automo- 
bile mutual in Detroit, the General Mo- 
tors Mutual Automobile Insurance Co 
Strenuous protest at the use of the 
name came to the insurance department 
from the General Motors Corporation 
and Mr. Vahey was refused a certificat 
of authority by Commissioner L. T. 
Hands. 

The department is now anticipating 
an application from Mr. Vahey that his 
new Lloyds organization be permitted 
to enter the state. Other Lloyds applica- 
tions of a similar order have recently 
been turned down flatly. 


ENJOINED IN CHICAGO 





Latest Development in Case of Interna- 
tional Lloyd’s Follows Attorney 
General’s Suit 
An injunction restraining Internationa 
Lloyd’s, which is not connected wit! 
Lloyd’s of London,) and its subsidiary 
the Hlinois Motor Aid Corporation, fron 
writing further insurance policies, was 
filed in the Circuit court, Chicago, by 
Attorney General Oscar FE. Carlstrom 
A receiver for the company was also 

asked. 

The insurance companies have beet 
guaranteeing increases on land _ values 
and insuring landlords against loss 0! 
revenue, They are said to be unable to 
pay on their policies, according to the 
suit. Large amounts of money, obtained 
from customers, are on deposit in the 
Roosevelt State Bank, according to Mr. 
Carlstrom, and he asked the court to 
restrain the companies from withdraw: 
ing this money. 


MOYER APPOINTED 
The American Surety has appointed A. 
A. Moyer to be in charge of contract 


_ bond produ&tion in the company’s home 


office production department. Mr. Moyet 
has been manager of the maturity al 
renewal division of the accounting de 
partment. 





IN “REALTOR’S” ROLE 
The Globe Insurance & Investment 
Company of Pueblo, Colo., advertises 
that Pueblo’s new $150,000 Public Mar- 
ket Building will be ready for occ 
pancy early in November. 
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Nat'l Surety Offers 
Reward on Hold Ups 


10% OF PAYROLL RECOVERIES 





Reward is Payable Only Upon Arrest 
And Conviction of One or More 
Bandits on Chicago Theft 





The National Surety Company in 
Chicago through Joyce and Company, 
Inc. general agents (Charles H. Burras, 
president), has offered a reward of 10% 
of the amount which may be directly 
recovered from payroll thieves who held 
up the employes of the International 
Harvester Company, Chicago. The re- 
ward is printed in an ad inserted by the 
National Surety Company in Chicago 
papers and reads as follows: 


$33,750.00 
Pay Roll Stolen 


Last Saturday four Chicago bandits held 
up 16 employes of the International Har- 
vester Company and ordered the Mana- 
ger to “turn over that payroll.” 

LOSS was fully covered by our Payroll- 
Robbery policy and payment was made 
by us Monday (just 2 days). 


Rewards Offered 


The Harvester Company offered a re- 
ward of $1,000 for each man arrested and 
convicted. 

We now offer a Reward of 10% of the 
amount directly recovered and applied on 
our loss through the apprehension and 
conviction of any of these bandits, this 
Company to be the sole judge of who 
is entitled to share in any reward. 


BROKERS! 


We still have the courage to write 
PAYROLLL HOLD-UP nd ll 
other forms of Burglar Policies. 


NATIONAL SURETY COMPANY 
Joyce and Company, Inc., General Agents 
Chas H. Burras, President 


421 The Rookery Chicago 
Phone Wabash 0862 





ENORMOUS TOTALS 





Superintendent Beha Gives Figures Of 
Companies Writing Insurance In 


This State 


The total amount of insurance in force 
of companies reporting to the New York 
State Insurance Department, outside of 
casualty lines where the amounts are 
largely contingent, had reached on Jan- 
uary 1, 1925 the enormous sum of $228, 
270,253,411. an increase of over twenty 
billion dollars over the preceding year, 
according to a statement made public 
today by James A. Beha, Superintendent 
of Insurance of New York State. 

In all lines of insurance a total of 780 
companies reported to the superintend- 
ent as of January 1, 1925, an increase of 
17 companies as compared with the pre- 
vious year. The admitted assets of such 
companies was $12,144,460,039, an increase 
of over one billion dollars. The liabilities 
of such companies including capital were 
$10,580,004,506, an increase of nearly 
eight hundred and forty million dollars. 
The premium income was $3,335,000,622, 


an increase of nearly one-quarter billion 
dollars. 





N. Y. INDEMNITY APPOINTS 


The New York Indemnity has made 
the following agency appointments: 
Kohagen-Mendenhall Co., Duluth, Minn., 
as general agency for casualty, fidelity 
and surety lines; C. Stinnett Insurance 
Agency, Peoria, Ill, as general agents 
for casualty, fidelity and surety lines; 
Richard D. Taylor, Plainfield, N. J., as 
general agent for fidelity and surety 
lines. Complete arrangements have 
been made for the handling of claims, 
mspections and payroll audits. 


DRUNKEN DRIVERS 


Driving an automobile while intox- 
icated was accountable for the revoca- 
tion of over 50% of operators’ licenses 
in Greater New York for the two weeks 
ended October 21, according to informa- 
tion made public by Charles A. Harnett, 
Commissioner of Motor Vehicles, thir- 
teen out of twenty-two revocations in 
Manhattan and eleven out of twenty- 
two in Brooklyn being chargeable to 
such cause, while in the Rochester dis- 
trict 100% of the revocations and in 
Buffalo eight out of nine were for driving 
while intoxicated. In the Albany district 
83 licenses were cancelled either for fail- 
ure to file bond as required by law or 
on account of bond being cancelled for 
failure to renew, etc. 





The Eagle Indemnity has appointed 
the Warren Insurance Agency, Green 
Bay, Wis., as general agents. 





Advertising Meeting 
(Continued from page 19) 


fur would fly but if there was any fur 
around when it did come up in the gen- 
eral session later the representatives of 
Tue Eastern UNDERWRITER did not see it. 
In fact, a splendid report was made by 
Chairman Longnecker showing fine pro- 
gress toward the goal the Conference is 
striving to reach. 

Not all newspapers have been com- 
municated with by the committee ap- 
pointed for that purpose, but from not 
one of those who were addressed on the 
subject did the committee receive any- 
thing but a courteous reply and it is 
confidently expected that just as soon 
as physically possible general acquie- 
scence in the suggestion of the confer- 
ence will be had. 





Ad Men’s Dinner 
(Continued from page 16) 


The next act showed a typical “grope” 
session in full blast. Members of the 
press were the chief actors in this fea- 
ture, W. L. Hadley being chairman of 
the meeting. Although they were sup- 
posed to tend strictly to business their 
time was chiefly taken up by an effort 
to keep out of the meeting one of their 
number who had taken too much to 
drink, 

After a series of slides entitled “Sight 
Seeing Boston,” in which trade-marks of 
various companies were blended into 
familiar landmarks of the city, the audi- 
ence was given a glimpse into the future 
of the Insurance Advertising Conference. 
Two old men, impersonated by Leon A. 
Soper, Phoenix Mutual, and E. L. Sulli- 
van, “Insurance Field,” had gathered for 
the annual meeting of 1965. So cruel 
had been the mortality of insurance ad- 
vertising that they were the lone sur- 
vivors. Deciding first that the Holcombe 
Trophy would have to be won by match- 
ing pennies, they fell to reminiscing about 
some of their comrades in the Confer- 
ence. Luther B. Little had gone “dippy” 
in his effort to print the Metropolitan's 
health pamphlets in all languages; John 
W. Longnecker was confined to a padded 
cell, dealing out poker hands to all the 
little red fire devils who had appeared 
in the Hartford’s ads; Warren W. Ellis, 
was out of his mind because of trying to 
watch the fundamentals of the 1925 con- 
ference of which he was chairman of the 
program committee. Clifford Elvins lost 
his mind trying to keep his wife away 
from conventions. 

Perhaps the reminiscences of these 
two “remnants” of the Conference would 
have gone on indefinitely if the keeper 
of a nearby insane asylum had not dash- 
ed in breathlessly to return them to 
their cells. 





C. I. D. Moore, vice-president of the 
Pacific Mutual Life, was a visitor in 
New York this week. While in the 
East he attended a Y. M. C. A. confer- 
ence in Washington. 





ONE OF THE 
REASONS WHY 


HE agent who wrote the following 

letter to one of the F & D’s Branch 
Managers is located in a town with a 
population of 3,989. In the two years 
he has represented the F & D, his 
Fidelity and Surety premiums have 
shown a 300% increase and he is now 
in the $1.00 per capita class. 


* * * * * 


“When anything goes wrong in a 
branch office of a bonding company, the 
agents in the field are quick to write in 
and make a complaint. However, when 
they get good service they merely take 
it for granted and nothing is said 
about it. 


“There have been several instances re- 
cently when we have obtained from you 
the best kind of service, and this letter 
is written to let you know that we do 
appreciate it. 


“We do not study the bonding business 
like we should and the good business 
which we enjoy is because of the help 
we receive from your office.—R. W. K.” 


* * * * x 


Resultful cooperation between the vari- 
ous units of the F & D’s field organiza- 
tion is only one of the many reasons 
why “it pays to represent the F & D.” 


FIDELITY AND DEPOSIT COMPANY 


Baltimore 


Fidelity and Surety Bonds 
and 
Burglary Insurance 








PRODUCTION DEPARTMENT, 
FIDELITY & DEPOSIT COMPANY, 
Baltimore, Md. 


If you are not already adequately represented in this territory I will 
be glad to have full information regarding an agency connection with 
your Company. 
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